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All Dexter Regal Tie Bolt RADIANT design 
Key-in-Knob Locks are Lifetime ff ass ' 


Guaranteed, available with 

Pt Me melt omittsts)( mes atteeC ey 
deadlocking or spring latch. Solid 
brass exterior, cold-rolled stee! 

Til lele @isreiat Me Gilels) Meteulelc eM sider. 
steel reinforced, Locks reversible for any 
elieMe Melee Mu uglielimelt etl ule) ba 
Requires only 1%” hole through door. 
Standard or two tone finishes. 














PN telih, Bertelli eMelt je)legg Meagettlete)() 
in Decorator colors: red, blue, 
green or ivory. 


NO LOCK INSTALLS FASTER THAN A DEXTER 


DEXTER LOCH DIVISION 
Dexter Industries, Inc. Grand Rapids, Mich. 


in Canada: Dexter Lack Conada Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plato Elegante, $.A. de C.V., Mexico City 





COLONIAL design 
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THE NEW WORD FOR THE 






& SQUIRE, is the name of the new garage door so ingeniously 
designed that it can take on a thousand sharply different 
appearances. 

Raised panels, plus clean architectural design, make it practical 
to paint this door in patterns harmonizing with every resi- 
dential design—from Colonial to extreme Contemporary. 
For the project of a thousand homes or for the swank custom 
residence, this is one door that is both right in style and 
right in price. 

With the strength and permanence of Zinc-Coated steel, plus 
as much color and pattern variety as the builder has imagina- 
tion—there’s nothing like the SQUIRE. 
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GARAGE See us at BOOTH 846 
if a dealer has not yet been in the Chicago Coliseum 
established in your crea—WRITE 19800 FITZPATRICK, DETROIT 28, MICH. NAHB SHOW 








Aluminum 

Combination Doors 
Completely reversible. . . 
smooth-faced on both sides 
.. install with a 
screwdriver, 








Slideby Removable 
Window Units 

The new look in windows! 
Smooth-gliding sash 
remove instantly. Ribbon 
styling gives more privacy 
and useable wall space 


line of 


Stacking Awning Units 
Here’s unlimited variety 
in window layouts! 
Stack ‘em! Line ‘em up! 
Group ‘em! Fixed and 
ventilating sash. 


millwork 

















Removable Window Units 
A new standard in double- 
hung performance! Fully 
counterbalanced and 
weatherstripped. 

Sash remove easily. 





Panel and Sash Doors 


All popular styles available, 


as well as many new, 
advanced and 
special models. 


Also Casements, Louver and Solid Core Flush 
Doors, Garage Doors, Weatherstripped Door 
Frames, and other millwork advanced in quality 
and styling! 





none better to build with or fo sell 


See your distributor or write Dept. AL. 


T COMPANY*WAUSAU, WISCONSIN 
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So casy to do when your 

inventory includes a well mixed 

assortment of “SOUTHERN 

BRAND.” Because every item 

in this long established brand is 

Arkansas Soft Pine exclusively! It 

“sweetens’ your stock with the 

superiority of this famous wood’s traditional 

soft texture, fine grain, freedom from pitch, 

bright color and light weight. Uppers in 

particular, with the eye appeal of their satin-like 

patrician quality, promote your sales of premium value 
pine paneling, trim and mouldings which your contractors, 
carpenters and laymen customers “go” for and come back for more. 


Better still, you can keep them coming always, because 





We Grow Our Own Trees 


OUTHERN LUMBER COMPANY 


WARREN ARKANSAS 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


$21 billion market can be tapped for OHI. 


"Most underestimated" of all branches of the construction industry is the 
$21 billion market for modernization, remodeling, repairing and maintenance of 
existing structures, says Harold R. Berlin, vice-president of Johns-Manville 
Corp. The anticipated $21 billion expenditure should total about one-third of 
construction volume for this year. 

Approximately $10.7 billion will be needed this year alone, to keep 
existing housing, close to 50 million dwellings, up-to-date and adequate. This 
includes the fast-growing do-it-yourself business as well as the heavy mod- 
ernization of old homes to keep them competitive with the new homes, Berlin 
reports. 

So Operation Home Improvement fills a vital need. But the greatest promo- 
tion ever planned by the industry, OHI, can be either a bonanza to dealers or a 
gigantic headache to both dealers and homeowners. Unless dealers take 
aggressive steps to cash in on the big promotion and attract remodeling-minded 
customers to their own stores, they will make it easy for unscrupulous salesmen 
to perpetrate a tremendous swindle. 


Barred from participating in FHA's Title I repair loan program are now some 
5,600 firms and individuals. Yet these are the types that could reap a harvest 
from OHI's hardhitting campaign unless homeowners are steered to reliable, 
competent firms. 

John W. Milford, public relations counsel to National Association of 
Maintenance, Repair and Building Improvement Contractors, warning the roofing 
Siding & Insulation Guild of New Jersey against gyp operators capitalizing on 























OHI, said: "Such campaigns attract opportunists ... whose concern is for the 
quick dollar .. . many of these shady operators coasting on the fringe of a 


clean industry, have preyed on your customers... their breed is still in 
active existence . .. A very important phase of OHI is .. . exposing and 
restraining these operations . .. cooperate closely with your Better Business 
Bureaus and Chambers of Commerce. Only through honest services by competent 
participants who step quickly in the lead—and stay there—can the American 
public gain the intended social and economic benefits of OHI." 


Bright outlook for construction industry in L. A., Chicago. 


Ending of the three-month Teamsters strike against sand and gravel firms 
was a bright spot in the new year for Los Angeles. The long strike had 
seriously hurt the construction industry. It blocked the building boom, 
halted some $500 million worth of construction, idled 100,000 in the industry 
and affected hundreds of other businesses, directly or indirectly. But 
on January 3 some 1,600 drivers started back to work after negotiators for both 
Sides agreed to submit unresolved issues to arbitration. (Agreement had 
already been reached on the 15¢ hourly increase and liberalized paid vacations.) 


Another big year in construction is indicated in Chicago where architects 
have enough building projects already in work to carry through all year. One 
firm reports such a backlog of work it is forced to do better this year than 
last. Another is more heavily loaded than is usual at this time of year. 
Still another firm reports it will be busy all year if it doesn't get even one 
more commission. 











Worker consumers will have $1 billion more spendable money in 1956. 


Consumer spending is an essential support to business prosperity and 
million of consumers are going to have more money to spend this year than last. 
Further this $1 billion is going to income-bracket wage-earners who will spend 
the money as it is earned, for things they want and need. Automatic pay hikes 
are in the works for about 5 million workers in 1956. 














(News continued on next page) 
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1955 Sets Construction Record 


Construction spending 
of nearly $42.3 billion was 
12‘. higher than in 1954 


Construction outlays in 1955 set 
a record for the ninth straight 
year even though dropping sea- 
sonally in December, according to 
the Commerce Department's year- 
end review. 

Spending for all construction in 
December amounted to almost $3.2 
billion, 12% off from November, 
but 3% higher than December, 

"PS61 

Most types of construction in 

the last month of 1955 remained 
strong the review declares, and de- 
scribed the dip as seasonal, Con- 
struction outlays for the year 
totaled nearly $42.3 billion, 12% 
above 1954, Private construction 
spending was up 17% from the 
year before—almost $30.3 billion. 
Public outlays, $12 billion, were up 
Qu, 
Only commercial building, sewer 
and water construction and public 
non-residential construction (ex- 
cept school building), slipped more 
than seasonally. However, military 
facilities, highways and conserva 
tion and development work de- 
clined less than usual for this time 
of year, 

Private construction spending 
in December, $2.4 billion, was 8% 
lower than November according 
to the report, but 6% above 1954. 
Public outlays, $767 million, were 
down 22% from November and 7% 
below December, 1954. 


Record High Spending 


Spending records were set for 
each month of 1955, the depart- 
ment declares, A record high $16.6 
billion of private residential build 
ing in 1955 was 23% over the pre 
vious high in 1954, 

Other construction highs were 
set in shopping and service estab 
lishments, churches, private indus 
trial plants, office buildings, public 
schools, sewer and water lines, 
highways and oil pipelines 


Greater Outlays in 1955 


More money was spent also in 
1955 than in 1954 for private hos- 
pitals, social and recreational 
buildings and military facilities 
although outlays did not reach the 
record highs of earlier years in 
these categories 

Major construction projects 
showing a decline in 1955 from 
1954, the report said, were public 
industrial building, public hous- 
ing, conservation and development 
work, farm construction, public 
hospital facilities, private educa- 


8 


tional building and railroad con- 
struction. 

The decline in Federal spending 
in 1955 for construction (except 
for grants-in-aid programs) was 
more than offset by increased out- 
lays of state and local funds, the 
Commerce Department declared. 


Construction in Canada 
Broke All Records in ‘55 


The Canadian construction in- 
dustry broke all records in 1955. 
By the end of the year the cumula- 
tive total for contract awards was 
nearing the $3 billion mark, more 
than three-quarters of a _ billion 
higher than 1954 and a half a bil- 
lion dollars over the previous rec- 
ord year, 1951. 

According to statistics released 
by Hugh C. MacLean Building Re- 
ports, a construction category 
(Residential) recorded over $1 
billion worth of business, for the 
first time. 


Two Cement Firms 
Revise Price Hikes 


Universal Atlas Cement Co. and 
Alpha Portland Cement Co. revised 
downward, December 29, previously 
announced first-quarter price hikes 
at some mills. 

Planned increases of 25¢ a barrel 
were scaled down to 15¢ a barrel 
in several locations. 

Universal Atlas raised prices 
only 15¢ a barrel at Northampton, 
Penna., Hudson, N. Y. and Inde- 
pendence, Kan. The 25¢ increase 
was retained at its seven other mills 
and three packing plants. 

A company spokesman declared 
the move was the result of a “de- 
cision to meet competition.” 

Alpha Portland Cement reduced 
the first-quarter 25¢ hike to 15¢ at 
three mills: Cementon, N. Y., Mar- 
tin’s Creek, Penna., and Mannheim, 
W. Va. No change will be made at 
Jamesville, N. Y. The planned 25¢ 
a barrel increase was kept at its 
four other mills. 


Perlite Hits New High 


The Perlite Institute reports 
that the fast-growing perlite in- 
dustry passed another milestone 
in 1955 when expanded perlite re 
placed sand as the most widely 
used plasted aggregate. 

Production of expanded perlite 
hit an alltime high of about 220,- 
000 short tons in 1955 (cash value 
estimated at $11.66 million). The 
industry also anticipates another 
substantial increase in sales this 
year, probably between 12-15%. 


Western Red Cedar Lumber 
Promotes Siding Research 


The Western Red Cedar Lumber 
Association has named Clark C. 
Heritage to conduct a research pro- 
gram to determine the best methods 
of application and surfacing. 

Heritage, 
noted chemical 
engineer who re- 
tired recently as 
development di- 
rector of Weyer- 
haeuser Timber 
(AL Nov. 14), 
will conduct the 
program with 
the cooperation 
of several lab- 
oratories and educational institu- 
tions. First objective will be the 
development of techniques for the 
application of Western Red Cedar 
siding at minimum costs to counter- 
act an anticipated increase in gen- 
eral construction costs. 

Other phases of the program will 
cover a factual comparison of the 
performance of the siding with 
other types of siding; development 
of a new competitive priming ma- 
terial; production of desirable 
longer lengths of the siding and 
exploration of markets for shorter 
lengths. 


Heritage 


Yard Improvement Book 
Offered to Dealers 


The National Retail Lumber 
Dealers Association is preparing 
a book reproducing more than 200 
of the photographs of modern 
lumberyards shown in the Ohio 
and National Exposition at Cleve- 
land. Descriptive material with 
each picture will answer dealer 
questions about the yards. 

Dealers planning yard improve- 
ments of their own will find the 
book helpful in saving them time 
and money and in preventing mis- 
takes. 

The book is being published in 
a limited edition at a cost not to 
exceed $10 and dealers who wish 
a copy are advised to send in an 
advance order immediately. 


Agreement Reached on 
Weyerhaeuser Contract 


Weyerhaeuser Timber Co. and 
The International Woodworkers of 
America (CIO) have reached agree- 
ment extending contracts between 
the union and company to June 1, 
1958. 

A wage increase of 444% to all 
employes, a 200-hour reduction in 
required work-hours for vacation 
eligibility and certain liberalization 
of holiday benefits for disabled em- 
ployes are covered in the contract. 
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New ‘plus’ profits for you! 


Enjoy the growing demand for America’s 
most popular interior home improvement idea... 


CALIFORNIA REDWOOD 


LOUVER 


Panels, Shutters and Folding Doors 


for modern or traditional interiors! 


PRP’ Lihdade 
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Now you can offer your customers the home improvement items they have been 
searching for . . . you can offer them deluxe louver treatments at popular prices! 
No longer is it necessary to ‘push’ expensive ‘made-to-order’ louvers when you 
feature NYLCO’s rich-looking California Redwood louvered home beautifiers! 
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Panel 


idth 
Style 
2199/80 
(he. 6’ 8”) 


NYLCO Louver Panels 


Finest 


$10.25] 810.60 B11.75)812.70 





materials and construction 
throughout guarantee sturdiness and 
long life! Dowel construction 
molded stiles 
coped for both appearance and 
strength. No “see-through” at rail 
and louver meetings! Low cost, too. 
Check these prices: 


yle 
2199/96 
(he. 8’) 


12.70 13.35] 14.70] 16.00 


——— 


with all angle: yle i 
. gles 2#7199/108 14.25 15.0017 16.50] 18.007 19.56 20.2 21.75 


(he. 9) 





carton. All prices f.o.t N.Y. When ordering 


Packed 6 panels per 
4 
width 


specify style number and panel 


Panels delivered sanded, ready to use; can be painted, stained, 


lacquered, waxed——or used in their natural glowing hue 


Decorator approved for Interiors 


NYLCO 


Simulated 


LOUVER 
SHUTTERS 


Functional, decorative, a de- 
lightful touch for any window, 

every room, These are the 
shutters specified by architects 
and designers for new homes. 


Luxury effects inexpensively 
created with 


NYLCO 


LOUVER 
DOORS 


A new mood for interiors... 
a new conception of comfort- 
able living. Louver folding 
doors that add the warmth 


eUNS | Beterine 
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and dignity so sought after 
by prideful home owners 
everywhere, Decorator ap- 
proved for living room, din- 
ing room, play room, den 
or dinette. Available with 
double action brass hinges. 
Doors are sanded, ready to use, can be painted, stained, 
lacquered, waxed—or used in their natural glowing hue. 
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SAAS 


Adaptable, they blend easily 
with and enhance every decor. 
Complete with instructions and 
brass hardware. 


MOVABLE LOUVER PRICES UPON REQUEST 











panel 
+” wide 
pr 


+-panel 


18” wide 


+ pane 


pr 


16” wide 


pr 








Panels 


Style No 


Door Size 


Cost 





99/24/82 
99/30/82 
99/32/82 
99/36/82 
99/30/84 4 

32/84 4 

36/84 4 


"» 80” 
*« 80 
"= BO” 
*» 80 
”~ 80" 
32” =x BO 


36” = 80” 


$29.95 
$2.95 
34.95 
39.95 
$9.95 
44.95 
19.95 








4.98 
4.98 
6.98 
7.08 
8.98 
9.98 
10.49 
10.98 
11.98 





& 8.9% 
9.98 
10.49 
10.98 
11.98 
12.98 
15.98 
14.908 
15.908 





S 9.98 
10.98 
11.49 
11,98 
12.08 

4.98 
1.08 
+.on 





$10.98 
11.98 
12.49 
12.98 
13.98 
14.98 
15.98 
16.98 
14.49 


























carton. All price 


specify sty! 


Packed | to a 
When ordering 


Packed 1 to a carton. All prices f.0.b., N. Y. 
When ordering specify style number. 


ORDER and FEATURE a full assortment of these fast selling interior improvement ideas for bigger, quicker profits 


Distributorships available in certain areas 
6279 West 51 

New York,NY 
Cirde 5-5885 


From your distributor or write: 


NEW YORK LUMBER CO, Inc. | 


Street 
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Residence at Ivyland, Pa 
Architect and Contractor 

Robert Hay, Three Tuns, Pa 

W indows 

Lupton Aluminum Double-Hung 





Picture-bay of Lupron Aluminum 
Windows, ventilated at the ends of 
the bay with Lupton Aluminum 
Casement Window 


On one side there's beauty through trim lines and good design. On 
the other, there's “construction beauty” that means satisfied customers 

through long, trouble-free life 
A Ruggedly built of sturdy metal, Lupton Windows are designed for 
quick, easy installation, Quality windows in every respect mass 

production keeps prices low 

Lupton Wi ndow A complete range of sizes and types, in steel and paint-less aluminum, 
gives you wide variety for any need, Well stocked East and West coast 
, warchouses help speed delivery. When you handle Lupton Windows 
is a you add the distinction of a quality product, respected for fifty years 
Contact your nearest distributor for more details on profitable-to- 


handle Lupton Metal Wis dows 
two-sided MICHAEL FLYNN MANUFACTURING COMPANY 


Main Othce and Plant: 700 East Godfrey Avenue, Philadelphia 24, Pa 
New York Office: 51 East 42nd Street, New York 17. N. ¥ 


beaut Warehouse and Sale 1441 Fremont Street, Stockton, Calif 
y Warehouse and Sales: 2009 East 25th Street, Los Angeles, Calif 


‘LUPTON 


So. U. &. PAT. OFF. 


METAL WINDOWS 





oe 
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Partial List of LUPTON Distributors H 
, ALABAMA, ee e., veer 2 


Virginia Steel Co., Inc Shreveport United Materials Co 
American Metal Window Company 


Bellefonte : j 
= MAINE M. L. Claster & Sons, Inc, | ; 
Malico Distributors Portland Bu Sols | 5 ne 


Metal Building Specialties Co. H. Shakespeare & Sons 
ARKANSAS R ND Horrisburg 
Little Rock — 3 C. H. Hershock, Inc | ' 
heal! 





American Metal Window Co. Maryland Steel Products Co. Lancaster 
Charles E. Johnson 














CALIFORNIA MASSACHUSETTS New Castle “ 
National City Arlington 74 Fleming Stee! Co 
Nalco Distributors Boston Screen & Sash Co. Pen Argy! 
Pasadena Springfield Orrin E. Palmer RESIDENTIAL METAL CASEMENT 
Lee and Daniel, Inc. General Building Products Co. Philadelphia The age-old beauty and charm of the 
eesliien Worcester Peirce-Phelps inc casement in sturdy metal Available 
; General Building Products Co. , in steel or never-needs-paint alumi 
Michael Flynn Mfg. Co. snintieds . hy egg num Worm « a ope + ree insure 
om Brown, Inc. tight closing, easy operation. Extended 
CONNECTICUT Detroit Pottstown hinges help provide ventilation r 


W. Hartford The Clyde Bickel gardless of the direction of the bre 
General Bidg. Products Co. o Clyde Bickel Co. W. W. Manship gar t rection of the br 








en 
Grand Rapids 7 ading and permits all glass cleaning from 


Read 
within the room. All standard six 
DELAWARE Steele Bros. & Todd Berks Building Block Corp. Con not ~i4 storm panels “that clip on 
Wilmington MINNESOTA Scranton 2 the inside, are optional at extra cost 


Jandy, Inc. Minneapolis Anthracite Bridge Co 


James C. Nystrom Turbotville 
DISTRICT OF COLUMBIA ; om Turbotville Block Co., Inc 
Washington 11 nag ee . Wilkes-Barre 
Cushwa Brick & Bidg. Sup. Co. cA ys ned William M. Pierce 
York 
pv tene MISSOURI Atlas Manufacturing Co 
Jacksonville RHODE ISLAND 
George C. Griffin Co. NEBRASKA Providence 
St. Petersburg Pextee Pm Steel Co General Building Products Co. 
Metal Building Products, Inc. 9 7. SOUTH CAROLINA 


NEW JERSEY Columbie 
= - ; — c P Kline Iran & Metal Co 
ireproof Products Co., Inc. 
Henry Taylor & Son a TENNESSEE 
NEW YORK Knoxville 
ILLINOIS Elmira Dealers Warehouse Corp. 
Chicago LeValley Mcleod, Inc. Nashville 
W. L. Van Dame Company Farmingdale Volunteer Structures, Inc 
Rockford Karpen Steel Products Co TEXAS 
Architectural tron, Inc New York 54 Dallas 
INDIANA Fireproof Products Co., Inc. American Metal Window Co 


Fort Wayne NORTH CAROLINA , El Paso 
Moss Engineering Co. Charlotte Electrical & Mechanical Supply Co. ALUMINUM DOUBLE HUNG WINDOW 
Indianapolis R. J. Lock Stee! Products Corp. Houston ao ee Saree Se on Pi 
Barrison & Clark, Inc. OHIO Jim Lunsford Company o , " v - eee of a to hung plu 
aaditiona eatures ia omy mht 
KANSAS Cleveland UTAH P num could give, Designed for quick 
Konsos City 10 Moore & Glass, Inc Salt Loke City easy installation with frames inter 
Pe erick & Sy. c rtstecsis Buehner Block Co locked at mullions, no extra piece 
use ic one Co. " 48 St c VIRGINIA required, Completely concealed 
Wichita 1 owar erner ©o. easily adjustable balances, Stainless 
Lusco Brick & Stone Co Toledo 12 Bristol steel weatherstripping. Available 
Mayfair Lumber & Supply Co, Central Warehouse Corp all standard sizes, with screens and 
KENTUCKY Youngstown Richmond 21 storm panels optional at extra cost 
Covington Abhavu Bidg. Spec. Co Virginia Steel Co., Inc 
Tate Builders Supply Co., Inc. 
™ pr enna es OKLAHOMA WEST VIRGINIA 
Okichoma City Charleston 28 
Tate Builders Supply Co., Inc. Allied Hardware & Supply Co. Fireproof Products Co 


in 


Louisville 
4 Tulse Martinsburg 
John W. Bishop Allied Hordware & Supply Co. Richard R. Feller Co 


LOUISIANA OREGON WISCONSIN 
Alexandria Portiand 10 West Allis 
F. A. Flynn, Building Specialties Mercer Steel Co., Inc. Victory Steel Supply Co 


MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN OFFICE AND PLANT 700 East Godfrey Ave., Philadelphia 24, Pa. 


Sales Offices and Sales Representatives 


NEW YORK LOS ANGELES STOCKTON KANSAS CITY CINCINNATI 

51 East 42nd Street Warehouse and Sales Warehouse and Sales (Herb W. George) De Sales Building 

New York 17, N.Y. 2009 E. 25th Street 1441 Fremont Street 9209 Cherry St 1620 Madison Road 
Los Angeles, Cal. Stockton, Cal Kansas City 5, Mo. Cincinnati 6, Ohio 


OTHER LUPTON PRODUCTS INCLUDE: Sn egg veg — hee OE 


pe rooms without 


ley ol an air creen ami =storm 


; 


Ranch Type Windows in aluminum or steel panels, fastened on the inside, ar 
’ ‘ " available at extra cost rake 

Steel Architectural Projected Windows Lamten Yelousies practiesl for on 

: ‘ : climate, 20 st sizes, or Jalousic 

Steel Commercial Projected and Security Windows can be made any width & t 
7 and from 4 to 26 louvres in heigh 
Windows for glass block walls Wider windows eve mode by jatsine 
we n two or # units togethe 
Basement and Utility Windows tion is simple and ensy. Shippe 
knocked-down, without glass. Louvre 
clip into place easily 

Ask your distributor for illustrated 

literature on the above windows 
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News 


Floods Hit West Coast Lumber Firms 


Northern California and south- 
ern Oregon were hit hard in De- 
cember by torrential rains, swol- 
len rivers and floods. 

Christmas week floods ham- 
pered production and shipments 
of logs, lumber and plywood in 
southern Oregon, most heavily 
affected area of the state’s timber 
belt. Wholesale lumber buyers 
reported prices of Douglas fir 
green lumber $1 a thousand board 
feet higher the week after Christ- 
mas because of flood-curtailed 
production. 

Another factor blamed for high- 
er prices of Oregon lumber was 
the heavy impact of the floods on 
the northern California mills. Or- 
ders normally filled by those mills 
are expected to go into the Oregon 
market and the biggest impact of 
the weather disaster is expected 
to be felt early in 1956, 


Washed-out roads slowed log- 
ging and some firms expected to 
run short after the supply of 
stock-piled logs ran out and be- 
fore the weather improved suffi- 
ciently for road repair. 

One of the major southern Ore- 
gon rail arteries, the Siskiyou line 
south of Roseburg was restored 
and then reflooded, 


The Suislaw river's highest tide 
of the year hampered U., 8. Ply- 
wood Corporation's Mapleton saw- 
mill, A spokesman for the mill 
expected their biggest loss would 


be about one week’s production of 
plywood and lumber. Normally 
some million feet of plywood with 
a sales price of close to $85,000 
is produced in a week. Part of 
the firm’s four log rafts stored in 
the river were scattered over a 
15-mile area by the flood. 


In California the redwood in- 
dustry was hit hard. Isolation of 
most mill areas prevented an early 
estimate of the amount of damage, 
but the industry faced disruption 
of shipments from damage to the 
Southern Pacific unit of the North- 
western Pacific Railroad which 
serves the redwood region. 

Pacific Lumber Co., one of the 
largest redwood producers with 
mill and town at Scotia on the Eel 
river, reported its biggest problem 

as shipping. Pacific lost about 
1.25 million board feet of finished 
lumber washed downstream from 
a drying yard. The firm’s logging 
railroad was also blocked. 

Many small mills have been 
flooded out of business for the 
time being; others with no raw 
materials coming in, are either 
closing down or shortening work 
schedules. 

Industry spokesmen are worry- 
ing over the possibility of immi- 
nent shortages from the disastrous 
floods that caused damage esti- 
mated at $175 million and killed 
more than 65 persons. 





NRLDA Book Tells How to 


“Homeowners will find it easier 
to get home improvements com- 
pleted this year as more and more 
dealers tie in 
with Operation 
Home Improve- 
ment,” says R., 

A. Schaub, pres- 

ident, NRLDA, 

in a year-end 

statement 

“More dealers 

will offer a com 

plete home improvement service and 
help the customer develop his plans, 
arrange financing and help obtain 
competent mechanics in addition to 
providing the proper materials.” 

Schaub predicted the sharp up 
turn in home modernization will 
more than offset the modest decline 
in new housing starts this year. 

A new 16-page brochure telling 
retail lumber dealers how to cash 
in on the home repair and moderni- 
zation business stimulated by Op 
eration Home Improvement, has 
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Cash In on OHI 


been distributed to 
the National Retail 
ers Association. 

The brochure suggests five ways 
to cash in on the national publicity 
inspired by OHI: 


members by 
Lumber Deal- 


1. An aggressive merchandising 
and advertising program. Feature 
specific types of seasonal home 
improvements, American Lumber- 
man ADservice is one of the 
sources listed for ad mats. 


2. Use the OHI seal in advertis- 
ing and displays. 


3. Feature low monthly 


ments. 


pay- 


4. Promote a local 
Home Improvement 
your community. 


Operation 
program in 


§. Make it easy for home owners 
to improve their homes. The more 
help you can give, the more home 
improvement business there will 
be. 


January 2 


> 


,, 


Weyerhaeuser Joins 
Model Store Tour 

Retailers visiting the American 
Lumberman “Showroom Idea Cen- 
ter” at six lumber dealers conven- 
tions beginning this month will see 
an entirely new planning center 
designed by the Weyerhaeuser Sales 
Co., St. Paul, Minn. 

Working with our editors Weyer- 
haeuser has produced a basic unit 
which can be adapted for stimulat- 
ing both new construction and re- 
modeling. When arranged for re- 
modeling business the display cen- 
ter carries the official Operation 
Home Improvement seal or emblem. 
The new fixture may be seen at 
New York, Atlantic City, Chicago, 
Omaha, Indianapolis and Des 
Moines. 


FHA Makes It Easier To 
Fix-Up Apartment Houses 


FHA regulations affecting mul- 
tiple dwelling units or apartment 
houses designed for twelve or more 
families have been liberalized in a 
new move against neighborhood 
blight. 

A new ruling announced late in 
December by FHA Commissioner 
Norman P. Mason, makes it easier 
for owners of structurally solid, 
old-style apartments in well located 
neighborhoods, to affect physical 
improvements to such properties. 

Hitherto the FHA would only 
insure mortgages on such property 
provided at least 50% of the pro- 
ceeds went into physical improve- 
ments. The new ruling reduces the 
50% limit to 25% to provide a 
greater incentive for rehabilitation. 


Over 66,400 Home Loans 
Guaranteed by VA in Nov. 


More than 66,400 GI home loans 
totaling over $755 million were 
guaranteed by the VA in November, 
second consecutive record-breaking 
month in the 11-year-old GI loan 
program. 

Applications also were received 
at a record rate in November ac- 
cording to the VA announcement 
55,174 applications. This was the 
16th month the rate has topped 
51,000. 

Appraisal 
416, down 25% from 
30,397 for proposed houses 
23,019 for existing homes. 

Loans guaranteed by the VA in 
first 11 months of 1955 totaled 
594,328, more than in any previous 
year in GI loan history. 

Loans repaid in full also in- 
creased in 1955. During the first 
11 months about 190,000 loans were 
repaid in full, bringing the total 
since the beginning of the program 
to 775,000, or 18% of all home loans 
guaranteed by VA. 


totaled 53.,- 
October ; 
and 


requests 
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Wotch 
Your DSTOW. Seles Increase th 56/ 


Henry DISSTON SONS, Inc. 
now a proud division of 


H. K. PORTER COMPANY, Inc. 





quality saws, 
the Disston 
reat assets 


source of highest 
home workshop and garden tools, 
organization is now backed by the g 
of H. K. Porter Company, Inc 
The fine quality 4 characteristics of 


As your finest 


nd superior 
i ied on 


all Disston lines and F 


_,. and au ; 
customers — hardwa esalers 
ill be vigorously 


customers, har 

fostered. If you we i »r information 
or answers to particul please do 
not hesitate to write. 


DISSTON’S 


National Hardware Special 


REGULAR $495 VALUE 


HAND SAW 


weer a 





w Disston 
made and i 
specially-price 
y-priced, ®& Accurately set and t 
» and bevel-filed te 
teeth 


Check hina 
ese ree ows you the 
er’s margin of Apo regular deal 
profit. - Or 
ull polish 


WY Po 
pular 26”, 8 e Ri 
’ a 4 ~ 
IT seiteres i ho 10 point crosscut “ws h, dark maroon handle 
POl wy individ y consumer need. § utyrate plastic of strong, 
rag ae kraft bagged, pack Handle secured to blade 
a CEny self-contained hi oe “6 plated screws, one : e by 4 nickel 
shipping ®& National Hard erage 
a ardware S . 
: pecial etchin 
g 


carton. (Maj j ¢ r - 
a jor shippin ¢ 
g ase fo de 
te Spec ial - 8. Si! HE 
point of- ale e| 
' 5e f *ilin 
g 


an liver 
y to whole 
, e-salers : 
p in 5 cartons.) contains 10 saws 
display label 


FEATURED and PROMOTED 


your order © Taper ground blade. 
now! or Hardware Week Program 
Henry DISSTON DIVISION it. 





H. K. Port 
‘sa ‘er Company, | 
TACONY, PHILADELPHIA, PA 
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1. @ “(<> ) ~~ America’s Most Complete Line for 


WEATHER -SNUG HOMES 


MACKLANBURG-DUNCAN CO 








Sets for windows 


Handy fo buy, handy to use. Here in one attractive pack- 
age is a complete M-D Numetel Weather Strip set for a 
single window. Available for ail standard 28”, 30”, 32” 
end 36” double hung windows. M-D packaged sets save 
selling time...cut handling costs...make inventory easy. 


This complete package unit means 
easier handling for you . . . easier 
installation for your customers, M-D 
Numetol door sets are available with 
regular door bottoms or with threshold 
ond exposed hook, 


WEATHER STRIP 


This staintess steel or 





Z 7 if iy, ” Pe rf ft An 
Ol EMMIS 


DOOR BOTTOMS 


Made of extra thick wool 
felt and heovy gauge siain- 
less steel, brass of olum- 
inum. Stondard lengthe— 
28”, 30", 32", 36", 42” 
ond 46"——pockeged \, dor. 
same length to carton, 
Special lengths ovailable, 


BUILDERS 


For highest qual 
specify M-D product 


end building supply 
country! 


dealers 


ity ond dependability always 
+. Sold by herdware, lumber 


throughout the 


Order Today! Yo 
is received! All M-D pr 








DEALERS 


ur order shipped same day it 
oducts are fast sellers, 


nationally advertised. 


bronze coil weather strip 
is packed two ways — six 
18 ft, rolls in free display 
carton, or in 100 ft, individ- 
vol cartons. 





‘ 


wa ot" q 


aqus® | 


aut @ od 


#r4 MeWAy 
WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 

friends as it makes you profits. Works 

perfectly on windows, storm sash or doors. 

Made of wool felt and white metal. Each 

individual carton contains one 18 ft. roll 

with nails and instructions. Packed 12 car- 

tons in display case. 
This free, colorful dis- 
ploy case takes very 
little counter space 

but does oa 

big job of selling. 


« 
MACKLANBURGC DUNCAN co 


Automatic 


DOOR BOTTOM 


Here's the perfect automatic door bottom and draft / J 

eliminator for All doors, Completely solves old uP la DOWN 
problem of clearing rug or floor every time door : } 
opens. Easily installed on right or left hand door. matically to IN snugly apn 
Smartly designed with silvery-satin finish — will not clear carpet reer fleor to ry 
rust or tarnish, Furnished in standard lengths— easily when a out drafts 
28”, 32”, 36", 42” and 48”, Packed in individual ei ale when door 
cartons. aus closes. 


Ma (ALK 


) )) Nu-Phalt 
CALKING compounn pV #4 MwGlaze JV87)  pasnc 


mace anene we 


World's best catking ASPHALT CEMENT 
compound available in s X o 


loads, with or without 


GLAZING COMPOUND oii iching 
nozzrie...heand 


You can recommend down asphalt shin 
squeeze tubes . . . oF 


a thie Glesing con- gies and general ae), j 
Y% pt., pt., qt. and gal. . pound with com- repair work on = MD 
cans. Also 5-gol. and plete confidence | . roots and flashings 

55-gal. drums—gun or 


° that it always ''stoys ‘ Comes in handy i) << 
Rate Gees, put.” Packed in loads, with or with J 
pt.. pt. and qt. out nozzle; 2% Ib, ‘Spy ai) 
cons, 25 ib., 50 Ib., GLAZING and 10 Ib. cans; 50 “i OF 1 
100 Ib, ond 960 MeaUruL Ib. pails ond 550 Ib, MEN 
CALKING Ib. drums. —— drums. “i 


Compound v 


ij* 


— a ©) 


MACKLANBURG-DUNCAN CO. 24, 


'e) 40 -4.101, 0: TY YKLAHOMA 


Leaders in the Building Specialty Field for 35 years! 





PREFERRED BY 


STER 
SMEN 


MODEL 72 
CIRCULAR SAW 
$69.95 


Designed for the pro 
fessional, this powerful 
heavy duty 7-inch saw 
is ideal for home build 
ing and remodeling 
The extensive MALL 
line includes over ten 
different models of 


guages circular saws 


MODEL 143T 
Va" DRILL 


$42.00 


Lightweight, ball bear 
ing 2500 rpm. drill is 
perfect for heavy pro 
duction drilling ina 
metal and wood, The 
extensive MALL, line 
includes over 15 differ 
ent models of drills 


ONE OF AMERICAS 

OLDEST AND BEST 

KNOWN LINES OF 

PORTABLE POWER 
TOOLS 


Here's the perfect power 
tool line for the dealer. 
MALL direct-to-dealer 
distribution gives you 
the most complete line 
of high quality power 
tools priced competi 
tively and free from 
yrice cutters. And 
MALL advertising, 
merchandising and pro 
motional aids generate 
demand and sales for 
you, 

Kach rugged, power 
ful, lightweight MALL 
tool operates easily and 
smoothly and will give 
years of efficient, 
trouble-free perform 
ance with minimum 
maintenance. 


% 


MALL TOOL COMPANY 
Portable Power Tools * Gasoline « Electric + Air 
7734 5%. Chicage Ave. Chicago 19, Iilineis 


3 lease send information about a MALI 
f Dealership 
: 


Name 


Address 
Sie Sa 


Civele Ne. T1 on Coupon, page 66. 
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Here 
additional letters 
ing on our recent three edi- 


are excerpts from 


comment- 


torials on the theme, “Chal- 
lenge to the Industry.” 


Two Kinds of Dealers 


To the Editor it definitely 
seems to me that we will have two 
kinds of successful dealers in the 
future; first, the dealer who will 
meet the situation with trained per- 
sonnel and develop a Home Im- 
provement Program, going direct 
to consumers with services and ma- 
terials; second, larger dealers who 
will handle the big jobs on very 
small margin with big-time con- 
tractors. 

As dealers we must cooperate and 
understand the manufacturers’ and 
distributors’ problems and get them 
to understand ours.—A. U. Taylor, 
City Lumber Co., Jackson, Tenn. 


Selling Job Necessary 


To the Editor... in our case, we 
have been doing package estimating 
for a great number of years. Of 
course a real selling job has to be 
done on our contractors in convine- 
ing them of the potential market in 
home improvements because they 
have been concentrating on the new 
home boom of the past several 
years. 

I believe it is vitally important 
that we do sell the manufacturers, 
as you suggest, on the idea of pre- 
paring demonstration exhibits for 
use in the dealer stores, together 
with all the appropriate literature, 
to do a creative consumer selling 
job. These displays could then be 
moved from yard to yard after be- 
ing on display for a month or so. 
They would be excellent silent sales- 
men for the various products dis- 
played and would be invaluable to 
our contractors and consumers in 
seeing just how the material would 
look when installed in their homes 

FE. Donald Sterner, president, 
Sterner Coal and Lumber Co., Bel- 
mar, N. J. 


One Dealer's Experience 


To the Editor we are in a 
position to estimate packaged work 
and have found it necessary to em- 
ploy full-time installation men for 
our kitchen and garage door depart- 
ments. We have three small jobbing 


January 


) 


- 


. 
dy 


contractors who work full-time for 
us doing home improvement work. 

We have found that unless we 
have our own men on our payroll, 
driving our equipment and punch- 
ing the clock in our company, it is 
impossible to get the work done in 
a creditable way. I know you have 
covered this in your three editorials, 
which should alert the dealers to 
the same problems we have encoun- 
tered.—T. Merritt Ludwig, execu- 
tive vice-president, Merritt's, Read- 
ing, Penna. 


Plan of Action 


To the Editor... your remarks 
reflect our thinking of a year past. 
This year we are going to do some- 
thing about it. This is how. 

In addition to our regular news- 
paper advertising, we are going to 
promote an educational program 
employing the same media along 
with a more intensified plan of 
direct mail, which we have already 
inaugurated, using the Home Im- 
provement Theme. 

We have a question: can we pro- 
cure a mat of the emblem “Opera- 
tion Home Improvement,” similar 
to the one used with your article? 
Alfred H. Daniel, assistant to the 
manager, Evansville (Ind.) Lumber 
Co., Ine. 


Color Decorating Guide 


When we wanted to add to our 
paint sales volume we assembled 
our own color decorating guide. 
This was done by keeping on the 
watch for color photographs of 
nicely decorated rooms which ap- 
peared in various magazines. We 
clipped these pictures out of the 
magazines and pasted them neatly 
into a scrap book. Index tabs on the 
various scrap book pages divided 
the book into sections for living 
rooms, bedrooms, kitchens, and the 
like. 

The book is a regular part of our 
paint department sales data. Our 
book might be improved if we were 
to put a title on the outside of the 
scrap book. In that way a paint 
customer, searching for pleasing 
room color combinations, would 
pick up the book before being di- 
rected to it by our salesman. 
Elliard Hieb, J. W. Copeland Yards, 
Parkroese, Portland, Ore. 


Dealers Will Cooperate 


To the Editor ... if the produc- 
ers follow your suggestions and 
build their exhibits to demonstrate 
how the end product of their line 
can be displayed and merchandised 
in a retail lumberyard store, they 
will get a good response from the 
dealers.—Orrie W. Hamilton, ex- 
ecutive vice-president, Southern 
California Retail Lumber Associa- 
tion. 

(continued on page 18) 
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SUTATATETTELTH 


Renmningioan Randa 


Fully Automatic... 


Calculator that PRINTS!. 


You can now get immediate 
delivery of the new Model 99 
Printing Calculator...as a 
special service to Accountants 
until February first. This 
versatile machine will save you 
time and money during these 
busy months of reports 
and statistics. No figurework 
is too complex for it... reports 
are turned out faster and 
easier...with printed tape 
proof for assured accuracy 
Call your local Remington 
Rand representative for a free 
demonstration ...or write for 
free literature showing 
applications of the Model 99 
to accounting figurework 
Write to Room 1188, 
315 Fourth Ave., New York 10, 
for booklets C919 through C922 


Remington. Mand 


PERRY RPAWND ¢ ~ r 


BurLpING Propucts MERCHANDISER Circle No. 3 on Coupon, page 86, 





There’s more profit for 


you ...with lumber 


like this 





This untreated lumber shows the effect 
of attack by bive-stain fungus. 


This lumber, treated with “Lignasan” 
remained clean and bright, 


For Clean, Bright Lumber...Specify 
Stock Treated with Du Pont 


or MELSAN 


for atain control for stain and mold 


YOU PROFIT when you handle lumber that’s clean and bright. 
You get a better price for it, there’s no downgrading, and no 
wastage because of trimming. 

When lumber is cut, it’s subject to blue-stain and mold attack... 
the mills you buy from can prevent this damage, even under diffi- 
cult seasoning conditions, by treating with Du Pont “‘Lignasan’”’ 
or “‘Melsan 

So, to eliminate rejects, and downgrading caused by blue stain 
and mold, to speed up selection and customer good will, always 
specify lumber treated with “Lignasan”’ or ‘‘Melsan.”’ 


nae 


BETTER THINGS FOR BETTER LIVING..,THROUGH CHEMISTRY 


Circle No. 4 on Coupon, page 86. 








LETTERS (Continued ) 





Most Serious Problem 


To the Editor .. . 1 would like to 
have your permission to mail copies 
of your editorial, “Why Are Lumber 
Markups So Low?”, to the owners 
and managers of each lumberyard 
in our city, thus calling their special 
attention to what I consider to be 
the most serious problem of our 
industry. 

I hope that I may have your per- 
mission to reproduce this sheet and 
to mail it. At the same time, I want 
to commend you for the excellent 
work you are doing for the industry 
and I wish you every success. 
Gone Klein, Star Lumber Co., Am- 
arillo, Tex. 


NEWS 
FHA Aiding Flood Victims 


Flood victims of California and 
Nevada will be aided by relaxation 
of FHA credit restrictions, accord- 
ing to FHA Commissioner Norman 
P. Mason. 

Although immediate efforts are 
concentrated on emergency meas- 
ures, the principal FHA contribu- 
tion will be to make available sound 
long-range private financing for 
permanent homes to replace those 
lost in the flood. 

Specific examples of credit aids 
for families whose homes were de- 
stroyed or damaged in disaster 
areas include reduction of down 
payment requirements for new 
homes; reduction of down payment 
requirements on existing homes and 
extension of mortgage terms to 30 
years for medium-priced housing. 

A special provision of the Na- 
tional Housing Act would permit 
loans up to $7,000 with no down 
payment for low-cost housing. 

Special consideration will be 
given where possible to flood victims 
temporarily unable to meet FHA 
mortgage payments 





NEXT ISSUE 
New Stores Roundup 


If you are planning a new store or 
remodeling your present one, you will 
find a lot of helpful ideas in a special 
section in the February 6th issue on 
this subject. There will be detailed 
floor plans and useful display ideas. 

Included will be details of a tri-level 
store developed by AMERICAN LUM- 
BERMAN'S architectural consultant. 
Economical use of land is one virtue 
of the plan. Main sales floor is 40x80; 
space on the second floor is devoted 
to general offices and bulk sales; the 
third floor to executive offices, con- 
tractor conference rooms and a plan- 
ning center. 

Look for this special section in the 
February 6th issue. 
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LARGO 
YELLOW 


TEMPO 
TURQUOISE 


PRELUDE 
PINK 


Three wonderful 
colors in 
perfect tune 


with today’s 
kitchen LARGO YELLOW — Harmony Hues blend 


with refrigerators and ranges in color 


trend! aii PSR EEEEEES ECL EES / 
i ?, 


No hit or miss random color selection here! 

Republic Steel, after long caretul research and 

intensive survey brings you color in kitchens 

you can sell with confidence to eager pros 

pects. Harmony Hues blend with the appli 

ance line in color you handle. These subc 

tones offer a flattering backdrop tor high 

tashion decorating materials, tabrics, wall 

counter and floor COVCTINES and paint 

Harmony Hues lead to a quick, firm decision 

by tolks considering a lifetime investment —a TEMPO TURQUOISE — Harmony Hues go 

Republic Steel Kitchen! well with fashionable decorating materials 
Now there's even more reason to enjoy 

the full 40°7 profits of this great modern 

kitchen line! 


Sell complete kitchens with a colorful display! 

The beauty of Harmony Hues must be seen 
to be appreciated! Your choice of three 
beautiful self-selling display sizes in any of 
seven combinations. Everything to make you 
Harmony Hues Headquarter If your 
Republic Steel Kitchens distributor hasn't 


contacted you yet. call him now 


Prompt delivery now from your PRELUDE PINK —Hormony Hues hove o 
Republic Steel Kitchens Distributor leach, never-anaediten aan 


Weve rung the Bell... Were ting the People... °O iLLION 
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Republic Kitchen Stylists give you the Practical Answer to Color 


ly 


if | Von 


HARMONY HUES BLEND WITH 
NEW APPLIANCES IN COLOR 


Long, intensive surve ind research 


by Repub! © Created Harmony 
Hues to blend harmonize or con 
tra t happil nmywhere im the color 
pectrum hy ny Largo Yellow 
len po Purquoi ¢ or Prelude 
Pink, you'll discover 


with un 


hace to go 
of the new refrigerator 


Or range nh (hie ¢ 


ivest finish 


REPUBLIC STEEL 
KITCHENS 
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+» LIVE SERENELY WiTH SMART 
DECORATING MATERIALS vee 


Professional decorators can tell 
you why, It’s because these soft, 
delicate tones are composed of 
pure primary colors, coaxed to 
softness by the addition of white. 
Fashionable fabrics, wall cover- 
ings and paints can be flatteringly 
used with Harmony Hues, in con- 
temporary or traditional mood. 


NO EXTRA COST! 


This ad pre-sells your customers, starting February in: 


BETTER HOMES & GARDENS «+ 


AMERICAN HOME «+ HOUSE 


DERNIZING + 
BEAUTIFUL ¢ SMALL HOMES GUIDE « HOME MO 


WOMAN'S HOME COMPANION °« 


LADIES’ HOME JOURNAL 





NEw TOO! THIS COLO 


Prelude Puke. 


-+ GIVE YOUR KITCHEN a FRESH, 
NEVER-GROW-TIRED BEAUTY! 


Here is color with a promise ~ so 
important when you consider a life 

fime investment! When you fancy 
a change of key in your decorating 
theme, Harmon, Hues will blend 
to your future choice of decor 

Sull color shy? Then you'll want 
Republic ’s Classic White, alway sa 


pleasing foil for any color scheme, 


RFUL IDEA BOOK 


REPUBLIC 


STEEL KITCHEN 








WayUUuS Sfaal 
_Kitchens ~~ 





Now! RUSCO Windows and 


Doors in baked-enamel | WHITE! | 





Consumers have been asking 
about them... builders have 
been wanting them... 
been waiting for them... and 


now they’re here! Steel prime 


you have 


windows and doors ready for you 
to sell, finish-painted in beautiful 
baked-enamel Wuire! And only 
Rusco has them! 


New “White Beauty” Rusco doors 
and windows have a gleaming 
white finish that blends beauti 
fully with an all-white house. . . 
contrasts strikingly with deep- 
tone exteriors. The finish is 
baked-on enamel  e bonderized 
to hot-dipped galvanized steel 

. so these new white beauties 
will give you longer life with 
more lasting beauty 


And remember, with Rusco you 


are selling complete packaged 


THE F. 


Dept. 6-AL-16, Cleveland 1, Ohio 


BuILDING Propucts MERCHANDISER 


units. Builders save time and 
money on installation, refitting 
painting, glazing, hardware 
That’s why they like Rusco. You 
will like them because they prac- 
tically sell themselves and you 
get all the profit. 


Write for information on valuable 
Rusco dealerships still available 
for “White Beauty” windows and 
doors and other Rusco produc ts. 


Bing Crosby — America’s No. 1 Show Busi- 
ness Personality will be creating a big 
demand for Rusco “White Beauty" doors 
and windows right in your community ! 


New RUSCO 
Display Unit 


This compact sales- 
maker is carefully 
tailored to the ree 

ommendations of 
the National Retail 
Lumber Dealers 
Assoc. It’s geared 
to make your valu 


ible floor spac t 





pay off in sales 


making impact 


with RUSCO, you have a complete tine of 
products tor new homes or modernization... 
"White Beauty” Steel Windows and Doors 


i” White Beauty” Steel self-storing Combination Windows 


and Storm Doors 

ear oun eta enetiar wn os one anopiet 
wy R 1 Metal V t A ) i ¢ e 
M Porch Enclosures 


i Glass Louver Jalousie Windows and Doors 


C.RUSSELL COMPANY 


in Canada: Toronto 13, Ontario 
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Black& 


HEAVY-DUTY POWER 


“Only ~ 


NEW FEATURES...NEW SELLING 
POINTS...FOR NEW PROFITS! 


Selling this saw is easy—you can prove that you’ re offering 
more for your customer’s money! No other saw this size, 
regardless of price, offers as many professional features! 


| 
2 


Extra Capacity! Cuts 
2-5/32" depth at 90°, 
cuts through 2 x 4 at 
45°, makes all cuts in 
2 x 10 and smaller 
lumber! 

Extra Power! Cus- 
tom-built B&D mo- 
tor for heavy-duty 
sawing—runs cool, 
with no stalling, even 
in rough spots! 

Extra Safety! Tele- 
scoping guard; larger 
lift-lever; instant-re- 
lease trigger switch 


4 


with guard; ground- 
ing wire in cable! 
Extra Adjustment 
Features! Larger 
wing nuts make depth 
and bevel adjust- 
ments simple, posi- 
tive, fast. 

Extra Convenience! 
Clear-view opera- 
tion; sawdust blown 
away from operator 
and work. Larger 
steel shoe permits 
safe cuts from either 
side! 














Decker. 6s' SAW 
.. . PRICED LOW! 


With this saw you have the most complete builder's 
saw line—minimum stock meets every job requirement! 


BIG NEWS for profit-minded dealers! This created-—and power-built to sell! Check its 
brand-new, Heavy-Duty 6%" Saw, with the ruggedness, power, versatility . . . compare 
already famous B&D 6”, 7”, 8” and 9” it with anything in the field. See how it out- 
models, gives you a complete builders’ saw performs, outvalues all others ... see the 
line—lets you fill every professional need terrific selling features that mean quick cash 
with minimum stock. Power-built in answer to you... then stock and sell this amazing 
to field requests—your demand is already new B&D 6%" Heavy-Duty Saw! 


The Black & Decker Profit Line is on the MOVE! 


e A sensational new 6%” Heavy-Duty Saw, priced All backed by an average of 2 national ads per week, 
to sell! PLUS a complete program of free dealer aids, dis- 

¢ Five B&D Saws meet every possible professional plays, newspaper mats, radio and TV scripts, sales 
or amateur need! letters, envelope stuffers, etc! 

e A brand-new HEAVY-DUTY JIG SAW ... and eg , a 
ALL-STEEL SAW TABLE ... a full line of For more information, write to: Tue Brack & 
KRO-BIDE SAW BLADES for every use. Decker Mra. Co., Dept. H301, Towson 4, Md. 








SPECIAL COMBINATION OFFER... [il aa 
62" SAW AND NEW SAW TABLE! | Look in Yalow Pages undar M 
B&D 614” Saw... Reg. $64.50 fe BLACK & DEC 


Give your 
B&D Saw Table . . Reg. $39.50 

custom PR nS a Portable & 
earn $101.00 


this saving! 
. Sell both together for $99.00! F sien 





Check These New h 4. | 
ALL- STEEL 
Saw Table Features yoy 


nail 

Converts B&D Saws 
to tilt arbor table . ’ NEW! HEAVY-DUTY JIG SAW! 
ric oe oy Cuts intricate patterns in hard 
heme seuad Chace i _ woods, sheet steel, practically 
sustain than ot i a .4 any building material! Cuts 
many costlier mod- bevels to 45° on either side 
ele. Ruclasive eaw- : . Runs cool, even sawing 2 x 4's! 
dust deflection j Tool was designed and power 
Knee-action safety Be _ built as a result of intensive 
switch. Mitre gauge " e . - surveys among professionals 
wera a aa your demand is established! 
table, and YOU can % mo ONLY $120.00 
talk really low price! 7 ae 

only $39.50 





Is Mortgage Money Scarce? . . . Should VA Be Extended 
for World War Il Vets? .. . What About Farm Housing? 


There is a growing excitement in 
the industry, here in Washington, 
over the expected upturn in home 
modernization in 1956. NRLDA 
president, R. A. Schaub, predicts 
the volume of home repairs and im- 
provement will reach an all-time 
high in 1956, and that this upturn 
in modernization will more than off- 
set any modest decline in new home 
building. Commercial construction 
is expected to maintain or more 
than maintain its high level; and 
indications are that the do-it-your- 
self trade will continue its extraor- 
dinary expansion 


” . * 


A factor in 1956 business is the 
anticipated increase of time pay- 
ment financing for home repairs 
and improvements, Many homeown- 
ers are not aware that these loans 
ave available on a monthly-repay- 
ment basis at reasonable interest 
rates. Spreading a knowledge of 
this financing service among the 
customers ia one of at least two im- 
portant services retail dealers can 
render. The second ia setting up a 
home improvement department in 
the lumberyard, to help customers 
develop plans, get the right mate- 
riala and find competent workmen, 


. . * 


The Veterans Administration is 
expecting the GI home loan guar- 
anty demand in 1956 to continue at 
about the 1955 record level. Thomas 
J. Sweeney, director of the VA loan 
program, expects some 650,000 GI 
applications this year. That would 
equal the '55 figure and compare 
with 630,000 in '50 and 528,000 in 
'h4. Sweeney thinks there'll be 
enough money available through 
loan amortizations and repayments 
to finance 1,100,000 new housing 
units even if credit checks are main- 
tained. Add to this the probability 
that Federal restrictions on credits 
may be relaxed 

eo ae 


Administrator Albert Cole has 
said that home-building starts in 
'566 should number from 1,200,000 
to 1,200,000 units, to utilize the 
industry's capacity and satisfy cus 
tomer demands. The feeling in 
Washington seems to be that relaz- 
ing or removing housing credit 
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rules wouldn’t have much effect un- 
less the general supply of loan 
money is increased, At this writing 
the Federal Reserve shows few 
symptoms of increasing the supply, 
but that could change quickly. 


* * * 


Local analysts are inclined to say 
that veterans’ housing has been the 
main prop of the building industry. 
This doesn’t mean that Mr. and 
Mrs. Joe Doaks’ new rambler isn’t 
important. A house is a house is a 
house; no matter who builds and 
owns it. But in recent years hun- 
dreds of thousands of veterans have 
become homeowners on the basis of 
easy-term finaneing. There are 
more than 14 million World War II 
veterans and more than 4 million 
Korean veterans. About one-fourth 
of the former and one-twentieth of 
the latter have made use of VA 
loans. That’s a big potential market. 


* * * 


It’s worth noting that World War 
II veterans lose their eligibility for 
VA loans in July, 1957, unless Con- 
gress extends the program. On the 
basis of Sweeney's prediction about 
GI applications in 1956, it would 
seem that veterans are still inter- 
ested in the program, And since ’56 
is an election year, and practically 
every veteran has the right to vote, 
it isn’t a hard guess that service 
men can get the program extended 
if they ask for it. Maybe they'll not 
ask. Many fiscal higher-uwps have 
been telling them that easy loans 
mean a_ short-cut to inflation 
through bank-created money; some- 
thing rather sure to be followed by 
business recession and possible un- 
employment, These high-ups hold 
that home-buying funds should be 
supplied by national savings not 
bank credits 


* * * 


On the other hand there are those 
in Congress who say mortgage 
money is getting scarce, due to Re- 
serve restrictions and that this is 
jeopardizing the orderly growth of 
the home-building industry. And 
since the housing industry is im- 
portant to the national economy and 
undergirds employment, the recent 
declines in home construction are 


not reassuring symptoms. It looks 
like quite an argument when Con- 
gress gets around to this industry 
and its needs. 


* * * 


Congress is thinking about farm 
housing. Congressman Rains (Ala.), 
head of a House Banking subcom- 
mittee, plans hearings to inquire 
why the Administration doesn’t do 
more to house farm families. With 
rural discontent much to the front, 
these hearings may develop unex- 
pected horsepower. Mr. Rains’ 
group is expected to issue a report 
rather soon claiming credit curbs 
are injuring house-building of all 
kinds. Public housing people are 
said to be preparing a new effort 
in Congress. 

* * * 


It looks as though the Congres- 
sional economizers are about to hit 
some bumps. New farm aid plans, 
supported by both major parties; 
heavy highway appropriations; 
more aid for economically damaged 
areas; but possibly not as much 
foreign aid as the Administration 
wants. It’s said that the earlier 
plan of financing highways by bond 
issues outside the budget has been 
abandoned. Senator Byrd, of Vir- 
ginia, is credited with putting the 
slug on such road financing. 


si * * 


The head of the Federal Reserve 
Bank of New York, Allan Sproul, 
thinks the Federal Reserve System 
should have permanent authority 
to regulate consumer credits. He 
seems not to be disturbed by the 
total sum of consumer credit now 
outstanding; but he does think 
there is a temptation to abuse con- 
sumer credits in boom times, thus 
creating i~stability in the national 
economy, 

» e- 


William Levitt, the noted eastern 
builder, sees no need for permanent 
regulatory authority. At least he 
thinks the tightening of insurance 
terms already applied, if this is 
allowed to remain in effect, will re- 
sult in something like a 29% decline 
in home building in 1956; and that 
WOULD be a source of serious in- 
stability in the national economy. 


R. Y. Kerr 
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A “do-it-yourself” material, Armstrong 
Cushiontone provides both an attractive 
ceiling and sound conditioning in om 
simple ipplic ation Cushiontone’s new 
tongue-and-groove joint hides all nails and 
st iple Ss, assure i fast, neat job Installa 
tion requires no spec ial tools or training 


Make extra sales by pointing out to your do-it-yourself customers the advantages of in 
cluding Armstrong Cushiontone tile in their remodeling plans. Tell them how Cushion 
tone prevents the sounds of appliances, TV shows, parties, and children from building 


into racket, Your customers will like Cushiontone’s smart Full Random styling 


Add extra profit to remodeling sales— 


sell sound conditioning 


Customers who are fixing up basements, 
kitchens, and other rooms are your best 


prospects for Cushiontone acoustical tile 


National advertising helps presell your pros 
pects Every month full page id tell the 
Cushiontone story to home-minded familie 
r r is covered per- : i 
ee ae Pest feted ag pede. ‘ a For full information on Cushiontone ee your 
ane i 4 i ,° Q 7 * o 
Point a to your prospects that : ‘ Armstrong wholesaler or write Armstrong Cork 
) 5 i i 
; . Con ny 1) { ‘ ‘ ) 
Cushiontone won't peel or crack ; ipan 1201 Kieker A Lancaster, Pa 
that it eliminates temporary patch , . 
ing and costly plastering jobs Smart appearance mak« rmstrong 
And Cushiontone’s smart white Cushiontone a natural decorative material m Ss rong 
. : ' : or ; d ¢ y » f ' , : ( 
paint finish needs no more upkeep t remodeling game room - ' ind 
than an ordinary ceiling family rooms. An occasional repainting CEILI NG Gy 
‘ sd or cleaning with a damp cloth keeps 
Cushiontone new looking for years with 
out reducing its noise-muffling efficiency. 


Cushiontone”™ Temlok™ Tile 


+ + « to quiet and beautify homes 
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How to 


make your 


name known 





Some advertisers use skywriting planes to 
impress the public with their name. But, un- 
less you're in a big, densely populated area, 
skywriting costs a lot for its short exposure. 
There's a longer-lasting way to put your name 
before the public—inexpensively. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 








Circle No, 50 on Coupon, page 86. 


There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Reom 20008. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City 


Your name 
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Constructed of cléar, knot-free California Redwood and 
Western Red Cedar finished in durable white paint. 


110 TRELLIS 
5 wide « 6 high 
Uprights } 





















































































































































Starta-Pack 
TRIAL ORDER No 1404 
A ‘special’ assortment consisting ot 


6 ea No 216 Fan Treilises @ $2.25 ea, 
6 ea. No 110 Trellises @ 1.50¢ea 
24 ea. No 502 Fences @ 75 ea 
4 ea Neo 7-16-25 Roll fence @ 5.95 00 
Shipping Wt — 140 Ibs. 
| Total Retail List — $64.30 


MASS. 10 Beharrell St., West Concord, Mass., Tel. EMerson 9-3350 or 9-4057 Shinvi 
ippin 
OHIO 1399 Holly Avenue, Columbus 8, Ohio, Tel, AXminster 9-5455 'PP 9 
ie? Points — ¢ 
ILLINOIS 21 West Taylor St., Chicago 5, IMinois, Tel. HArrison 17-1074 
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For Higher Year-Round Profits... 


SELL ALL THREE! 


1 STYRON 


First Name in 
Guaranteed Plastic Wall Tile! 


This year the profits are going to certified dealers 
who guarantee their plastic wall tile in writing! 
Styron guarantee 


firet announced the 


program for plastic wall tile last fall with a 


Dow 


tremendous national advertising campaign, Since 


then, homeowners, institutions owners, archi- 
tects and builders by the thousands have been 
insisting on plastic wall tile with a written 


guarantee of quality. 


Starting in March, the Styron guaranteed plastic 


wall tile will increase this customer 
demand with the biggest advertising drive in its 


All you have to do to share in the pro- 


menial 
program 


history 
gram is become a certified dealer of top-quality 
plastic wall tile, Ask your Styron supplier about 
it today. [t's your answer to bigger profits... 
higher dollar volume... all year ‘round! 


CERTHIED DEALER 


THE LUXURY LOOK kitchens and baths 
quickly and easily with plastic wall tiles made of 


Styron. The average room can be tiled in about a 


comes to 


day, yet walls get modern, easy-to-clean color and 
beauty that stay new looking for years. “Promote 
the luxury look 
sales year. Your tile supplier has all the ammunition 


you'll need, See him today! 


sell the guarantee” for a red-hot 





—— - ee 





All three products are backed by advertising... 


1. STYRON—The big 1956 Styron advertising drive 
will pre-sell the luxury look of guaranteed plastic wall tile to 
70,000,000 consumer prosnects— 2,616,000 building and manage- 


ment prospects—in THis WEEK and 12 other leading magazines! 


28 


2. STYROFOAM 


BUSINESS WEEK Magazine, the 


Spearheaded by a consistent cam- 


paign in 1956 Styrofoam 
insulation story will be told through 5,718,000 hard-selling 


magazine impressions. It will reach the people you can sell! 
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4 STYROFOAM 


The Lifetime Insulation with 
the Trade’s Finest Combination 


of Properties! 


Styrofoam® sells faster because it has every- 
thing architects, builders and contractors 
want! This Dow plastic foam is permanent. 
It resists rot, mold and deterioration. Vermin 
won't bother it. Its low “K” factor (0.25) stays 
low because it will not absorb water. Styro- 
foam cuts installation costs, too. Light, clean 
and easy to handle, it comes in convenient 
lengths and widths that can be cut or shaped 
to desired size with ordinary tools, And it’s 
easily bonded to itself or other materials. 
Sound like a profit-maker? It is! Your nearest 
distributor is waiting to talk to you. 


» LATEX PAINTS 


Still Setting Sales Records After 
Light Sensational Years! 


If you're handling latex paints now, get set for another 
record-breaking sales year! Dow and leading paint manufac 

turers are promoting the advantages of latex paints more 
heavily than ever before. Painting contractors and home 
owners are sold on latex paints because they have no panty 
odor... dry quickly to a serubbable, durable film. And equip 
ment cleans up in a jiffy with water. These paints come in a 
wide range of decorator colors, too. In short, latex paints save 
your customers time and money—make money for you. If 
you're not handling latex paints yet, don’t lose another sale 
Contact your nearest supplier today! THE DOW CHEMICAL 
COMPANY, Midland, Mich., Plastics Sales Dept. PL 40511, 


easily applied . . . washes out of brush or roller . . . serubbable! 





. . » built to increase your store traffic and sales! 


| LATEX PAINTS -Feature a new and exciting you can depend on 


saturation campaign in THE SATURDAY EVENING POST and 
. , 
13 other action-getting magazines. Over 112,000,000 con- DOW PLASTICS 


sumer impressions, 1,428,000 trade impressions... that’s impact! 
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Traveloader stacks 20 {t. lumber from 10 {t. aisles. 


Tnavelonden.... solves handling 


of long, heavy loads 


Here is a revolutionary new material handling machine designed 

expressly for long, unwieldy awkward loads. It picks up loads from Airplane wings crated for shipment 
; are easily handled by Traveloader. 

the side, carries them securely on the truck deck, and stacks them 

to a height of 12 feet. It operates indoors or outdoors, in 10 foot 

aisles, over paved or unpaved roadways—and over highways at 

speeds up to 30 MPH! 

Traveloader is available with gas or diesel powered engine, in 10,000 

and 12,000 pound capacities. Write for descriptive bulletin No. 1360. 


No other ONE machine offers these features: 


1. A ONE MAN operated lift truck and over two axles and four pneumatic- 
transporter. tired wheels. E } 
2. SIDE LOADING for straight line pick- 4. TRAVELS with payload up to 30 MPH. Traveloader placing heat-exchanger 
up and delivery 5. STACKS LOADS 12 feet high from 10 tubes on “Christmas Tree’ racks to 
3. CARRIES LOADS equally distributed foot aisles. conserve yard storage space. 


THE BAKER-RAULANG COMPANY 


Baker 1200 WEST 8Oth STREET © CLEVELAND 2, OHIO 


handling equipment Subsidiary of Otis Elevator Company 
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O 
nax{h announces the first kitchen promotion 











VA 


HARDWOOD KITCHENS 


We want the best dealer in every area to feature 1-Xt a RNITURE COMPANY 

I-XL hardwood kitchen cabinets... THAT Sanat Geta eam ee ae 

MEANS YOU! And we’re willing to go all the er a a ee vee ee 
way in getting your sales under way. Besides get- Nationally advertised in ail influential building and remodeling magazines 
ting your name listed in full-page national mag- ~~~ Action begins with this coupon 


azine ads throughout 1956, you also get: 1-KL FURNITURE COMPANY 
General Sales Office: Dept, 3-A 
67 West Division St., Chicage 10, Il 
@ Complete Sales-proved Merchandising and alin 
Promotion Kit ; Yes! | want more information about |-X%L. Put me in touch with 


@ Direct Mail Letters and Post Cards a7 OE Sy eee 
® 24-Page full-color Kitchen Planning Folder 

@ Envelope Stuffers and Hand-outs NAME 

@ Display Materials 
@ Window Signs 

@ Newspaper Mats ADRESS 


COMPANY 


STATE 


All imprinted with your OWN NAME and step by CITY cont 
step instructions on how to make this pay for you. Send 25¢ for big |-XL Kitchen Book. 


SUILDING Propucts MERCHANDISER Circle No. 9 on Coupon, page 86. 





EDITORIAL: 


Education Is the Basic Answer! 





The headaches in selling and serving the home improvement 
market can be cured if the industry is willing to pay the price. 


Our editorial in the last issue covered the headaches 
ahead for the building products dealer who is now un- 
prepared to handle local consumers seeking ways and 
means to improve their homes as a result of the great 
OHI “ ’56 the Year to Fix” campaign 

It was suggested that the two cures for these headaches 
are organizational and educational. 

Good organization means adequate facilities and man- 
power. 

Proper education is needed to secure maximum efficiency 
from both plant and manpower. 


Who Needs Education? 


If the industry is to realize the full potential in the an- 
nual $21 billion structural improvement market, the fol- 
lowing people must be educated and trained to perform 
more efficiently than they do today: 

The inside counter or store salesman. 

The consumer package salesman who sells both out- 
side and inside 

The sales manager who works with and supervises 
both employes. 

The general manager of the dealer’s operations. 
The mechanics who do home improvement jobs. 
The construction superintendents who estimate and 
supervise the jobs. 

The wholesaler salesmen who call upon the dealers. 
The executive who manages wholesale salesmen. 
The territory representatives of manufacturers fab- 
ricating building products. 

The line and staff personnel in producers’ organiza- 
tions who are concerned with improved distribution 
and merchandising of products, 


Types of education needed 


The primary educational need of every retail and whole- 
sale employe, whether sales or service, is in the technique 
of continued self-development. An effective course should 
be made available to teach every employe the unlimited 
potentiality of the human brain and personality, the tech- 
niques of personal progress and the fundamentals of 
salesmanship. A_ service attitude on the part of each 
trainee would be the major result of such a course. 

Then there is a need for an advanced salesmanship course 
that covers the use of these basic selling principles as ap- 
plied to merchantable construction packages. A part of 
this course would be a thorough grounding in the 38 things 
that each sales person should know about each building 
product in order to intelligently sell it. 

The third need is a course in pricing and store adminis 
tration for retail executives accompanied by specific sales 
management training. The retailing of merchantable con 
struction packages is a creative selling business. It re 
quires creative salesmen, and creative salesmen must have 
an adequately trained sales manager. This course could 
well be the key to the whole training program. 

Training for the retail general manager is vital! He 
not only supervises the sales manager, the budget de 
partment, the credit and collection department and yard 
operations, but he has the overall responsibility for making 
a profit on the entire operation 

Wholesaler and manufacturer’s sales personnel should 
have objective training in the problems concerned with the 
retailing of their products and how to cope with them. 
Detailed education should be given in what to do and what 
not to do in the area of dealer helps and service 

Manufacturer, wholesaler and dealer executives should 
jointly participate in workshops on the subject of in- 
tegrated merchandising and coordinated marketing. In ad- 
dition to these major areas of required education, special- 
ized training is needed in accounting, estimating, sketch- 
ing and drafting. 
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Inasmuch as it is inevitable that much of this training 
must be done internally in the retail merchant’s establish- 
ment, the need for a course in training trainers to train 
is most vital. 


Sources of educational material 


Primarily each company in the industry now has men 
on its staff who have the “know-how” to do a partially 
effective job. On-the-job training, therefore, is primary and 
indispensable. Next to this, we have the 30-day schools 
sponsored by retail associations. These accomplish the 
equivalent of a two-year “on-the-job” training in the 30- 
day period. Then in most cities, outside courses are avail- 
able through such organizations as the National Sales 
Executives, Dale Carnegie, Distributive Education Pro- 
grams, EMC Corporation and Toastmasters International. 

Correspondence courses are available by the score. 
Among the more important are the Dealer Operating Guide 
of the National Retail Lumber Dealers Association, the 
services of the Lumber Dealers’ Merchandising Institute, 
the Sheldon course and others. 

At the management level, there are the four-day man- 
agement workshops conducted by the editor of the Ameri- 
can Lumberman, and these, in the case of some associations, 
are followed by one-day regional training courses for man- 
agement of yards. 

Finally, there is available in some 20 American uni- 
versities a four-year course leading to a degree of Bachelor 
of Science in Light Construction Engineering and Market- 
ing. In addition to this, a very few manufacturers and 
wholesalers have training programs available to their 
dealer and contractor customers. 

But the educational effort at present is sadly disorgan- 
ized and inadequate. 


Who will do the teaching? 


The primary source of teaching is, of course, retail 
management itself. This is the historic on-the-job training 
process, 

The trouble here is that the techniques of communication 
and teaching are not generally well known to retail man- 
agement. Therefore, “on-the-job” training is not as effec- 
tive as it might be. And sales training courses generally 
are not built for the construction industry. 

Furthermore, few executives in the industry are aware 
of the fact that to be effective, education and training at 
all of the above 10 levels must be continuous. It is only 
through continuous training that we can even partially 
cope with this enormous problem. 

Some associations now are developing their own train- 
ing directors, which is a healthy trend. In a few instances, 
competent outside consultants are available for industry 
training purposes and of course we have the extension 
departments of our various colleges and universities as an 
academic source. 

These seem to be all of the skilled trainers that are 
available tc the industry at the present time. 


Summing up this educational problem, it appears that 
there is a need for an American Institute of Merchantable 
Construction, similar to the American Institute of Banking 
which does such a tremendous training job in that field. 


It would seem that here is a golden opportunity for the 
organized manufacturers, wholesalers and dealers of our 
industry to set up a program where this challenge would 
be met squarely and unequivocally. 
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American Sanders and Polishers rent fast. They are 
known and preferred by your customers because they are 
the most editorially featured sanders in America! And 
un: cai smart dealers demand American Rental Tools because 
ee & they are tamper-proof and virtually wear-proof for long 
trouble-free operation. To effectively promote these profit- 
proved Rental Tools we give you 3 big action-tested sales 
promotion kits. To dramatically display the tools you 
need only 18” x 42” floor space. Our merchandising ex- 
perts help you all the way, all the time! 


No wonder dealers with American tool rental departments 
never complain! With a sander that’s tamper-proof and 
merchandise for virtually wear-proof, advertised and promoted for you, 
maximum profit l it’s hard not to make money! 


Always display 





Send for the en 


tire profit story 
now! Get the buy THe 7 J ' 
ing facts on the 4 ¢ 

only sander that 4 % / 


} 
gervean @ Bass FLOOR SURFACING MACHINE CO. 


>- year mainte 
nance guarantee! ESTABLISHED 'vog34 


521 So. St. Clair St Toledo 3, Ohio 


PROFIT PROVED DO-IT-YOURSELF RENTAL TOOLS © WORLD-WIDE SALES AND SERVICE 
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ATTRACTIVE LANDSCAPED AREA is ideal setting for outdoor packaged sales. 


$62,000 Season in Patio Sales 


Read the details of the 
five-step program that make 
Romney’s in Salt Lake City a 
top merchandiser of outdoor 
living accessories. 


This ia the firat in a series of 
merchandising articles describing 
the dealer profit opportunities in 
the vast outdoor living market. In 
this first article, a Salt Lake City 
dealer tells how he displays and sells 
outdoor furniture, awnings and 
other items in an attractive patio 
package. Succeeding articles will of- 
fer pointers on mowers, garden 
seed, trellises, mountain cabins and 
other products essential to outdoor 


living enjoyment, Next article, Feb- vertising.” 
That’s the opinion of Melbourne year (1955). 


BILLBOARD PLAYS UP items featured in patio shop. Estimated 1% 


million people pass this area annually 


“The three elements that sell Romney, Jr., manager, Romney 
patio and lawn and garden prod- Lumber Co., Salt Lake City, Utah, 
ucts are quality, display and ad and he ought to know. His firm 
grossed $62,000 in patio sales last 
ruary 6 In all, the firm sold 
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MEL ROMNEY, Jr., 


vides fencing in the background (first picture) 





relaxes in the firm’s patio shop 


ture, flower boxes and outdoor accessories (second picture) 
AGE is featured in the window. It consists of 44-inch table, charsette lounge, settee, club 





174 patio packages (including a 
box car load of redwood furniture) 
and 209 fences. Last year was only 
the second year this firm has pro- 
moted outdoor living. 

This article reveals Romney’s 
successful outdoor living sales in- 
cluding: 1, the sales philosophy,; 
2, product lines; 3, display atmos- 
phere; 4, advertising; 5, customer 
services and 6, sales training. 


1. Sales Philosophy 


“Our first rule in selling prod- 
ucts for outdoor living,” says Mel, 
“is to handle only top quality, 
brand-name merchandise. For ex- 
ample, we handle only one brand 
of redwood furniture because we 
believe it is the best. 

“Handling the best brand name 
does not preclude offering price 
items,” explains Mel, “because the 
manufacturer is large enough to 
be able to supply all items at 
economy as well as high quality 
prices. 

“We find we must advertise the 
price items to compete for store 
traffic with the big department 
stores. However, once the custom- 
ers are in our store, we can show 
them the quality differences be- 
tween the low-price items and 
those more expensive. We find that 
the majority of the customers will 
buy the best.” 


2. Product Lines 


The firm keeps accurate sales 
records on each type of furniture 


Bur_p1InG Propucts MERCHANDISER 


chair, four kidney chairs and umbrella 








Price 








to speed reordering. Currently, 
the firm handles 63 different items 
of redwood furniture, most of 
which is the highest quality, clear 
heart redwood. 

In order to appeal to a variety 
of customers, several models are 
stocked on the more popular items. 
For example, the firm handles four 
models of patio barbecue tables 
which range in price from $27 to 
$60. 

The firm stocks a wide variety 
of redwood patio accessories, both 
stained and unstained, which 
helps in increasing the amount on 
total package sales. A typical fur 
niture package might include: one 
chaise lounge, one easy chair, one 
settee, one 54” round table with a 
seven-foot umbrella and four kid- 
ney benches. Price for this pack 
age, including tax, is about $175. 

Redwood items that can be add- 
ed to the package may include foot 
stools, occasional chairs, planter 
boxes, hanging flower boxes, flower 
pot containers, flower tubs, trel 
lises, garden stakes, lamp posts, 
fencing and barbecue carts. 

Lawn and garden items, such as 
power lawn mowers, rakes, shov 
els, seed and fertilizers are strong 
ly promoted to up the dollar vol 
ume of this department. 


3. Display Atmosphere 


A key phase in the firm’s tech- 
nique for selling outdoor living is 
in-use display. A 36x15’ area at 


Translucent 
PATIO SHOP features redwood furni 
SPECIAL PATIO PACK 








plastic sheeting pro 


$177.61 (third picture) 


the front of the yard was con 


verted into a beautiful outdoor 
patio shop. Here, under an attra 
tive canopy covered with bright 
translucent plastic sheeting, the 


products for outdoor living are 


displayed in-use, 


“We found that it is extremely 
difficult to display and sell patio 
products without our outdoor patio 
shop,” says Mel. “If dealers do 
not have such a display area, | 
would recommend such an instal 
lation because it makes all the dif 
ference in the world in sales.” 


Romney's employes take a keen 


interest in the attractive, land 
scaped patio shop. They rear 
range the furniture and feature 


different items each week to keep 
the display interesting for cu 
tomers. 


“One thing I should point out,” 
says Mel, “is that the patio re 
quires a good deal of maintenance 
to keep it clean and fresh looking 
Our janitor spends about 50% of 
his time in this area,” 


1. Advertising 


The firm opened their patio shop 
and a new paint department last 
spring with an open house, which 
was plugged with spot announce 
ments on radio and TV and with 
newspaper ads. More than 4,000 
direct mail pieces were sent out 
The four-day opening attracted 
1,600 people and provided a profit 

(continued on page 38) 
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LUMBER DEALERS NET NEARLY 


Through Farm Journal-National Lumber Manufacturers 


An average of $2000 each was spent by 482 FARM JOURNAL-Country Gentle- 
man subscriber families on building materials for the 1955 Farm Building 
Improvement Contest. This campaign, sponsored jointly by FARM JOURNAL- 
Country Gentleman and the National Lumber Manufacturers Association, 
accounted for nearly a million dollars in bonus sales for the lumber dealers. 
In addition to the qualified 482 contest entrants, thousands of other farm 
families, stimulated by this contest, started a wave of lumber and building 
materials buying throughout Rural America. This campaign aroused gen- 
eral interest in the improvement of farm buildings and this in turn led to 
brisker business for the entire industry throughout the farming regions. 


FOR COMPLETE RESULTS of the 1955 Farm Building Improvement 
Contest, make sure you see the February issue of FARM JOURNAL. 


January 23, 1956, AMERICAN |LUMBERMAN AND 





MILLION DOLLARS IN BONUS SALES 


Association Farm Building Improvement Contest 


First National Prize Winner of class B di- 
vision, the Ausmans, of Elk Mound, Wis., 
skillfully planned and remodeled an old 
stanchion barn into a prize-winning and 
workable loose housing. The resulting re- 
arrangement of hay, bedding and silage 
storage, and of feeding for an expanded 
herd, displayed great imagination and 
ability. 


CLASS B AWARDS 

Sutherland Lumber Co., Wichita, Kans., served 
Mrs. Keith Jordan of Claflin, Kans., 2nd Na- 
tional Cash Prize winner. 

Tomlinson Lumber Co., Callaway, Minn., 
served Samuel Johnson of Nome, N.Dak., 
3rd National Cash Prize winner. 


Beaumont Hardware & Lumber Co., Beau- 


mont, Calif., served Richard E. Lee, also of 
Beaumont, 4th National Cash Prize winner. 


CLASS A AWARDS 


J. F. Anderson Lumber Co., Howard, S.D., 
served Martin Reisch, also of Howard, the 
Class A National Cash Prize winner. 


H. Seiffert Lumber Co., Avoca, Iowa, served 
Jack Barnholdt, also of Avoca, 2nd National 
Cash Prize winner. 

Wendell Mill & Lumber Co., Fairfield, Idaho, 
served Wesley Field of Corral, Idaho, 3rd 
National Cash Prize winner. 

Johnson & Reed Lumber Co., Gainesboro, 


Tenn., served S. F. Wheeler of Haydenburg, 
Tenn., 4th National Cash Prize winner. 


These are only eight of the many hundreds 
of lumber and building material dealers 
who directly benefited from the Farm 
Building Improvement Contest. Its success 
demonstrates once again the editorial 
power of FARM JOURNAL, America’s larg- 
est selling farm publication. 


JOE ROHLIK, MANAGER OF LAMPERT YARDS, Elk Mound, Wis., 
with the Distinguished Dealer Award presented to his company in 
recognition of its service to George Ausman & Son, National First 
Prize winners of the Class B Division 


Farm Journal 


The Magazine Farm Families Depend On 


GRAHAM PATTERSON, Publisher 
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RICHARD J. BABCOCK, President 
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PATIO PACKAGES 


(begins on page 34) 





able sales kick-off for the new 
patio shop 

The firm utilizes the services of 
an advertising agency and com- 
pany officers work closely with 
them in planning all ads. Con- 
cerning regular advertising, Mel 
says: “To be at all effective, we 
believe advertising must be con- 
sistent.” 

The company 


runs a two-col 


Why b 


umn, six-inch ad twice weekly. 
Products are advertised seasonal- 
ly, and the package approach is 
used as often as possible in an 
effort to attract big-ticket sales. 

The firm also conducts a 
tinuing direct mail campaign. In 
1954, the company distributed 
more than 12,000 pieces of litera- 
ture. 

Walt’s Workshop, a 30-minute, 
do-it-yourself TV program, is 
sponsored by the firm on Sundays 
at 3 p.m. Mail responses from each 
of the TV shows range from 8&7 
to 420 pieces. 


con 





materials the hard way... 


when RETNA 
has EVERYTHING 
a PLYWOOD DEALER COULD WANT 


When you buy supplies from ETNA... 


GYOUu gel GRADING that gives you a full measure of value for your 
plywood dollar. When you buy an “A” Grade plywood 
panel from AETNA you can be sure it more than meets 
“A” Grade specifications. 


SERVICE from unusually well trained salesmen who save 
you money in recommendations whenever they possibly 


can 


These men work hand in hand with our technical 


staff to assist you in the solutions of problems relating 


to plywood. 


You get WIDE SELECTION from AETNA’S unexcelled broad range 


of plywood products 


any species, grade, size or 


thickness — in any quantity and at fair cost. AETNA’‘s 
great warehouse capacity can provide quickly the plywood 
that is best suited to your requirements. 


No one has had more experience in the distribution of plywood for 
every purpose. Nowhere else can your dollar buy so much in plywood 


quality and customer satisfaction. 


We Will Quote on One Panel or a Carload 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 


BRANCH WAREHOUSES: Detroit, 


ARmitage 6-7100 


Grand Rapids, 
Peoria, Rockford. 


Indianapolis, 


MILWAUKEE PLYWOOD CO. Milwaukee 4, Wis. 


38 Circle No. 11 on Coupon, page 86. 


Branch: Wausau, Wisconsin 
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HEADQUARTERS FOR A WORLD OF PLYWOOD 
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A bright-colored billboard on a 
corner near the yard calls atten- 
tion to the patio shop. Traffic ex- 
perts say 144 million people pass 
the billboard location each year. 

As part of their advertising pro- 
gram, the firm brings in a class 
from one of the nearby schools 
each month to tour the yard, show- 
room and patio shop. A special 
Kiddy Korner is provided to oc- 
cupy children while parents shop. 


5. Customer Services 


Two contractors and a landscape 
architect work with Romney to 
take care of customers who buy 
patios on an installed-price basis. 
The firm receives a small percent- 
age in contractors’ fees for fur- 
nishing live leads. Similar ar- 
rangements are made with the 
contractors who erect fencing. 

For do-it-yourself customers, the 
firm will furnish pre-cut materials 
for a patio canopy and include a 
free patio plan. 

About 85% of the patio sales 
made by the firm are for cash. 
However, the firm will finance the 
patio for 10% down and the bal- 
ance payable in three months, or, 
the firm will arrange bank finance- 
ing with payments spread over a 
three-year period. 

6. Personnel Training 

Romney’s employs 10 inside 
salesmen. Sales training meetings 
are conducted every Thursday 
morning from 7 to 8. 

“We find the sales personnel re- 
tain information best if they get 
it first thing in the morning,” says 
Mel. “With all our sales people 
knowing the full details on the 
patio furniture, they have no diffi- 
culty in selling it.” 

The firm pays year-end bonuses, 
sponsors three employe parties 
each year and distributes mer- 
chandise gifts at Christmas. 





NEXT ISSUE 
Outdoor Living Market 


Spring is just around the corner. 
Don’t let it catch you without the 
lawn and garden supplies your cus- 
tomers will be asking for. What to 
stock in this department and how to 
sell it is explained in “Dealers Dis- 
cover Green Pastures in Outdoor Liv- 
ing Market.” This is the second in a 
series of merchandising articles on 
this subject. 
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DO-IT-YOURSELF 
CUSTOMERS 


You'll enjoy steady, year ‘round sales and 
profits by featuring Master — the world’s fastest 
selling padlock line. Precision-built brass cylinders 

... Mickel-silver pin tumblers . . . and many 
other Master-engineered security features assure 
your customers of the finest padlock protection. 


Order from your wholesaler. 


Master Padlocks 


NATIONALLY ADVERTISED in Saturday Evening Post, Life, Household, 
This Week, Parade, True, Field & Stream, Popular Science, American Legion, 
Ebony, Boys’ Life, Farm Journal, American Girl. 


_ Master Jock Company, Milwaukee 45, Wis. 
Worlds Largest Padlock Manufacturers 
Circle No. 18 on Coupon, page 86. 
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FREE DISPLAY CASE 


“ WELDW gre 
tad 3 fel es] +] ' 
FLEXIOLy ie © 


) Woop 


Actual Size 


Real wood veneer 
in handy rolls... 
sells right off your counter 


Weldwood 


GLEXIBLE 


ow. Wood-Trim’ 
, -Irim 
wooo: 00 rt 
DISPLAY CASE Here's a profit item by 


SLACKS OF i , 1 Weldwood that every do-it-yourseltes 


new 


iS Wailing for 

lor edging plywood 

(no more exposed edges) 

for decorating coffee tables 

picture frame lamp shades, 

waste baskets, etc., et 
Wood-Trim is so flexible it easily 
wrap around curve d or angle d sur 
1 face yet it wont readily chip plit 
All that's needed to apply it 18 
a good wood glue like Weldwood 
Contact Cement or Weldwood Presto 
Set’ Glue. No need for heat, iron 
pr ssboards clamp nail 


peel 


; “Another * 


weldwood) Heavily Advertised Nationally! 


Wizard / 
*Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N.Y 
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Saies Volume and Protits 


idea Can Back-Fire 
with a Once in a while, what seems to be 


a really good idea for a sales cam- 
paign can back-fire badly. This hap- 
WAGNER CHA r GEA BLE pened to us, and because our experi- 
ence may help another dealer avoid 
a similar occurrence, we want to 
make it public. 
Cc Oo PY B Oo ARD Several years ago, we decided to 
launch an all-out campaign to sell 
packages—such as attic rooms, 
basement recreation rooms, added 
rooms, storm windows, porches—in 
all, about two dozen different pack- 
ages. 
your meet. aflee- We hired a sales manager and 10 
tive. lewest eect outside salesmen to work on com- 
means of getting new mission. We started a terrific ad- 
customers and re- NS vertising campaign full page 
peat business . r spreads in newspapers plus radio, 
television and direct mail. All of 
* Permits the imme- the advertising was “lead” advertis- 
diate featuring of ing—that is, it urged the reader to 
speciais’’. 
call us for free estimates and in- 


* Keeps you ‘on top” formation. 


of seasonal changes ; In a matter of weeks, the cam- 
paign had become a_ tremendous 
success from several standpoints. 
Our average monthly volume was 
running three times higher than 
normal. We were continually add- 
ing telephones to handle the calls. 


Then, we started running into 
trouble. The big difficulty was this: 
the more materials our commission 
salesmen sold to a homeowner, the 
more money they would make—and, 
they were over-selling badly. If a 
homeowner needed 800 square feet 
of insulation for an attic room, the 
salesman might sell him 2,000 
square feet. Naturally, the home- 
owners would return the unneces- 
New, attention-compelling advertising of items and prices can be sary material. 
arranged in a few minutes with the “mechanical hand" which . 


ri 50% » packege job: 
eliminates the need of using ladders. Paneis may be of any length About 50% of the _ ke ge jobs 


sold had to be revised. We knew 
or height. this was bad for the customer and 
worse for us. The end-result was 
that we simply dropped the entire 
plan. 

WAGNER SIGN SERVICE, INC. If we ever went into such a pro- 
436 8S. Hoyne Avenue Chicago 12, iitinols gram again, we would have to find 
NAME a method of controlling salesmen 
paige ys ee ree and perhaps penalize them for over- 
selling. This is no easy task. 





FIRM 


SunSSr. _— a . en — The sales campaign did have some 
CITY & STATE ; sa good results. We learned that such 
a campaign works fine on products 
that a salesman can not readily 
oversell—such as storm windows 
and air conditioning units. Also, we 
learned about the really vast po- 
tential that exists for home im- 
provement packages. Using more 
conventional methods, we've been 
successfully selling to this market 
ever since.—Milton Paulenoff, pres- 
ident, Macrose Lumber Co., Inc., 


New Hyde Park, N. Y. 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardweods. Consult the firms on this page for your requirements in Northern 
Woods. 


*tAhonen Lumber Co, . «ww ew es 


Northern Hardwoods, Remied- White Pine, 5 
—Moedern Dry Kilns. brand MPMA 
Ale and Softwood Pallets. 


Ironwood, Mich, 


. Planieg Mill 
dweeod Flooring. 


*tHoll Hardwood Co, . . « « + + + +) 6(Otonto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types all types Shoevy Duty Flooring. 


*Kimberly-Clark of Michigan, Inc, . . 


Since Neenah, Wis, 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*+J,W. Wells Lumber Go. . . . « » Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper Oates Hard Maple and Birch lumber, 
rough. 


*Goodman Lumber Company . . . . . Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Edward Hines Lumber Co. . . . « « «  Ghicago, Il, 
Mil) at Bergland, Michigan 
Sales Office—77 W. Washington St.—-Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilus. 


"Michigan Pole & Tie Co. . . . « « WMewberry, Mich, 


Northern Hardwood Lumber, Old Faithiul Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Copeland LumberCo. . . . « « « » « Chleago, Ill, 
Mills—Marquette and Newberry. Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. lronwoed, Mich. 


Sault Ste. ate. Ontario, Can. 
. Pine, Cedar Prod., ° 


Planing Mills and Dry Kilns. 


tMember Maple Flooring Mfrs. Asen. 


Birch, Fig. Hdawd. Ven'r'd Doors. Plywd. Modern Dry Kila facili 


*Member Northern Hemlock & Hardwood Mire. Assn 
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the greatest year yet 


By even the most conservative predic- 
tions, 1956 promises to be the greatest 
year yet for the construction industries. 

This means that there will be even more 
jobs and bigger jobs to do than ever before. 
And wherever there’s important, demand- 
ing hauling to be done, you’ll find Macks 
on the jobs—the Mack-sized jobs. 

When it comes to moving earth, rock, 
ready-mix concrete, equipment and build- 
ing supplies, the construction industry 
knows there’s nothing like Macks. For 


instance, the economy-champion Mack 
Thermodyne® Diesel engine, the sure 
footed Balanced Bogie with exclusive Mach 
Power Divider, traditional Mack rugged 
construction... these are among the many 
Mack features that assure long, trouble 
free life at the lowest maintenance cost 
You can count on Macks to get more work 
done—on schedule, and at a profit, 

At the beginning of the new year, isn’t 
it a good time to remind yourself again 
“Can I afford not to use Macks?” 


MACK TRUCKS Empire State Building, New York 1, N. Y. 
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TURNBUCKLES 1 
“Packaged 45 


wl at 


EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 





ORDER FROM YOUR WHOLESALER 


Tutnbuckles 


TURNBUCKLES, INC. 





MICHIGAN CITY, INDIANA 
GRAND BEACH, MICHIGAN 


8Ox 333 
FACTORY 












“One good turn (buckle) deserves another” 
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GUESSING THE NUMBER of nails in 
the fish bowl, a customer fills out his 
entry blank. Cover 


100 Live Leads Weekly 
from Guessing Contest 









produces a work-bench winner 
each day except Saturday and 


Each of the two yards on Long 
Island operated by the Macrose 



















Lumber Co. has fish bowls filled Sunday. Names of winners for the 
with nails on the counter. Signs week are published in the firm’s 
invite customers to fill out a blank, display ad every week. Each win 
guessing the number of nails in ner also receives a congratulatory 
the bowl. Winners receive a free letter. 
prize—such as the KD work bench Each bench costs $7; the firm 
currently offered. spends about $140 for benches 
“We have a mailing list of some each month. Thus, with the con 
20,000 names,” says president Milt test producing 400 prospect-names 
Paulenoff. “Since we are con- per month, each name costs the 
stantly culling worthless names firm about 35¢. 
from the list for various reasons, The cost per name is relatively 
the problem of replacements was low considering that: 






serious until we hit on the guess- 
ing contest.” 
The blanks filled out by the con- 






1. The yard gets a good mailing 
list name. 













testants establish whether the 2. The contest builds store 

customer is a prospect for specific traffic. 

remodeling packages. 3. Winners come into the store 
100 Names Per Week twice and often purchase 





companion products. 





“We get about 100 prospect 
names from our contest blanks 1. Winners generally become 
each week,” says Milt. The contest loyal customers. 













ene wees” Clearly) 
MY ANSWER 18: BBS _ 


Tae ok a PHONE: 
SoptEss: TOWN: 


How long are you living at your present address: 


eve you completed your BASEMENT: Qld— ATTIC: ee a 
PORCH AUG GARAGE: Aug™ CEDAR CLOSETS: Aig FENCE: ua 


(Kindly answer the above with a yes or no on the above.) 
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ENTRY BLANK asks customer to check whether he has completed his basement, 
attic, porch, garage and fence and how long he has lived at his present address 
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Anywhere in your yard... 
Clark’s Y-200 just doesn’t stop! 








And here’s why: 


This big, tough planetary drive axle is a good example 
of the power packed into the Y-200. Here’s a 

drive axle that provides top power 

utilization and serves the double 

purpose of reducing the torque 

load on the entire 

power train. 


And here’s more... 


The Y-200 gives you proper weight 

distribution between drive and steer 

axle for maximum traction on any terrain. 

It offers the shortest turning radius of any 

comparable truck, a unique counterweight which 

reduces tail swing, and the heaviest uprights in the in- 

dustry. Your benefit? A truck that will out-perform any- 
thing in its field. Your local Clark dealer will be happy to 
supply you with performance details. why not give him a call? 


MARK YOUR CALENDAR: MATERIAL HANDLING SHOW, JUNE 5-8, CLEVELAND, OHIO 


Industrial Truck Division CLARK EQUIPMENT COMPANY tortie creck 40, mich. 
EQUIPMENT 





BIG BENEFITS FOR BOTH 














IN OPERATING a WITH SASH 
POSITION OuT 


The R:O-W Removable sash story has been told to 

millions of prospective customers and will continue 

to be told. Customers are looking for the quality, 

snnwes warmth and service of the best removable wood 
window—R-’O-W. You sell more—for less, when you 

Lif 'T LO x. feature R-O'W windows—and you build customer 
satisfaction for years to come. R-O-W leads the 

field in sales, quality and brand recognition. It 


WINDOW BALANCE » ¢ - 
pays to capitalize on the name—R-‘O-W. 





Sold notionally through lumber dealers 


@ evew the regtetered wade mart of the B.0.W. Bales Oo 


R-O-W SALES COMPANY, 1307 ACADEMY AVE. FERNDALE, MICHIGAN 
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When you sell R-O-W windows—with the amazing 

LIF-T-LOX balance—you sell the most recognized 

brand name in wood removable windows. R-O-W’s 

leadership in the field has been attained by con- 

sistent top-quality manufacturing, dependability 

and service. Customers buy the outstanding features 

of R-O-W windows because they cost no more! The 

new LIF-T-LOX balance allows easy raising and WINDOW BALANCE 
lowering of the sash, and yet it does not interfere 
with the removable feature. For the best in Re- 
movable Wood Windows—look to R-O-W. 


Sold nationally through lumber dealers 





R-O-W SALES COMPANY, 1307 ACADEMY AVE. FERNDALE, MICHIGAN 
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ALL TRANSACTIONS are validated by the cash register 


“printing table” of the machine, then the proper keys are depressed 


| 
| 


Forms are lined up on the 


Cover 


More Profit With Mechanized Control 


Bookkeeping chaos has 


given way to order and sys- 


tem since Scott Lumber Co. 
installed a multiple-total cash 


register in their Amarillo, 


Tex., store. 


By Horace Scott, Owner 
Scott Lumber Co, 
Amarillo, Texas 


The lumber industry has had its 
share of problems in recent years. 
Some of the problems have been 
pleasant, like studying ways and 
means of cashing in on the do-it 
yourself trend. Other problems 
have been tougher, such as figur 
ing out ways of combatting price 
cutting. But in spite of the prob- 
lems, most of us will agree, I! 
think, that the retail lumber in 
dustry has kept abreast of the 
rest of the country 

There is one side of retail lum- 
ber management that I think the 
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industry has sadly neglected. It is 
a subject that every lumber dealer 
thinks about, that some talk about, 
but that very few try to analyze 
in a businesslike way. I am re 
ferring to bookkeeping and inter- 
nal control systems in retail lum 
ber stores. Time was when the 
average lumber dealer waited un 
til Saturday to total his week’s 
sales and transaction tickets. 

Sometimes a balance was done on 
Monday. Actually, I am not talk 
ing about a practice from the dim 
past. I am continually amazed to 
find that there are hundreds of 
dealers who still operate in this 
manner. I know they are not bal 
ancing their records accurately, 
because in two decades of experi- 
ence in this business, I have seen 
my share of the trials of end-of 
week balancing. It is full of weak 
cause 


nesses that can serious 


loss. It just doesn’t work out. 
Superior system. At Scott Lum- 
ber Company, we have developed 
a system that we believe to be far 
superior to old-fashioned methods. 


Januar, 


It is built around a multiple-total 
cash register that has given order 
and system to all of our transac- 
tions. I would like to go over the 
details because I believe it has 
wide application in the industry. 

We installed our present system 
some five years ago. I realized at 
the time that there was a definite 
lack of control when sales tickets 
were the only basis of information 
and protection. Tickets were con- 
stantly being lost or misplaced; 
and they were entirely inadequate 
when it was necessary to make an 
audit. Handwritten figures were 
difficult to read and, of course, 
there was always the danger that 
figures could be altered. 

Uses standard forms. There are 
several important steps in our 
mechanized system, each designed 
for a purpose. Perhaps the best 
way for me to describe the setup 
is to take you step by step all 
through the system, explaining the 
“whys and wherefores.” 

All of our transactions except a 
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cash sale of less than $20 are writ- 
ten on a standard “snap-out” form 
(Figure 1). Each cash sale of more 
than $20 must be checked and in- 
itialed by another employe. After 
the form is filled out by the sales- 
man, it is recorded on the cash 
register. 

The salesman itemizes the trans- 
action on the register to insure 
that no mistakes have been made 
in addition. When the total is 
taken, the form is “certified” by 
simply lining it up on the printing 
table of the machine. The register 
prints the amount, date, type of 
transaction, serial number of 
transaction and the initial of the 
salesman. Machine-printed figures 
are visible in the illustration. The 
detail tape within the machine, a 
portion of which is also shown in 
Figure 1, carries an exact dupli- 
cate record of the information cer- 
tified on the forms. 

At the same time, the machine 
adds the sale into one of the fol 
lowing classification totals: 

Cash sale 

Credit sale 

Cash sale return 
Credit sale return 
Collections 
Miscellaneous receipts 
Petty cash paid out 
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Totals posted daily. Each of 
these classifications is a total on 
the cash register. At the end of 
the day, the totals are read by the 
bookkeeper and are posted to a 
ledger (Figure 2). 

Special “counters” within the 
machine give the number of trans 
actions that have taken place in 
each classification. This is an 
important feature that enables 
us to locate immediately any miss 
ing ticket by tracing it on the 
detail tape. All of these figures 
give us the complete picture of 
activity within the business 

You will note from the list of 
seven totals that all store transac 
tions, including mail transactions, 
are recorded on the machine. This 
is important to keep in mind, for 
many lumber dealers do not ap 
preciate the importance of con 
trolling charge transactions and 
mail payments in the same man 
ner that over-the-counter cash 
transactions are controlled. This 
is a dangerous attitude that is 
difficult to explain, but it is never 
theless a true situation 

Cash refunds and allowances 
must also be watched closely. A 
leak can appear in this type of 
transaction and remain there for 
months without being detected 
The same tight contro! should be 
maintained over petty cash paid 


1. VALIDATED FORM for a ‘ 
omaccount transaction, left 
machine-printed receipt for a cash 
sale; right, sample of detailed audit 
totais 


received 
center 


tape showing register’: 


2. FIGURES ARE POSTED in thi 
ledger after the cleared 
each night. Register can accumulate 
eparate totals 


register in 


seVen 


out. A loose system invites short 
age; only if paid-outs are properly 
recorded and validated will 100‘ 
protection be assured. As an addi 
tional precaution, each ticket in 
volving a cash refund or cash paid 
out must be signed for by the per 
son receiving the money. 

Payments on account and mis 
receipts (recovery of 
bad debts, for example) are kept 
separately because of the simple 
reason that they often make a cash 
figure appear deceptive. That is 
it is a reminder to the proprietor 
that the flow of cash is not from 
that particular day’s sales, but 
merely the collection of previous 


cellaneous 


sales. 

Customer's receipt. On each of 
these transactions the customer 
receives a register-printed receipt 
(also shown in Figure 1) or a 
validated ticket. If a cus 
tomer has any complaint later, all 
of the basic information is on the 
ticket. 

I do not mean to be tedious in go 
ing over these points. While they 
might appear obvious, they are not 
evident to all dealers or there 
would be more daily balancing 
rather than end-of-week balance 
ing. When we abandoned our old 
method and switched to machine 
control, our results were outstand 
ing; we would enthusiastically 
recommend the system to anyone 
in the industry 

In order to give you an idea of 
actual cash savings produced by 
this system, I made a rapid cal 
culation of its savings in book 
keeping time and auditing costs 
My conservative estimate is that 
it has saved us $1,800 each year 
during the five years we have had 
it installed. In addition to that, 
I feel that the system has had a 
strony intangible value in that it 
is easier to teach to new employes 
too, like the fast serv 
ice it provides and have expressed 
a strong preference for the whole 
setup 


sales 


(_ustomers, 
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Ihe Saturday kvening 


MUS Presents 


1956 MONTHLY DEALER 


A COMPLETE NEW PROGRAM OF 12 PROMOTIONS 
IN FULL SUPPORT OF OPERATION HOME IMPROVEMENT 


Here is the first program of its kind ever to 
be presented to the nation’s building supply 
dealers. Endorsed by The National Retail 
Lumber Dealers Association and prepared by 
The Saturday Evening Post, it represents a 
real opportunity for boosting your sales, month 


after month after month. 


Yours—a free kit for January! 


This month’s introductory package with the 
theme January Home Jamboree is yours for 
the price of a three-cent stamp. Included 
with it are two special January features: the 
1956 NRLDA Planning Calendar and a color- 
ful decal to identify your store as Operation 
Home Improvement headquarters. Also two 
48’’ x 16” theme banners and one 22” x 28” 


poster (both in full color), mat sheet for 


January Home Jamboree 


JAN. 
FEB. 


Family Build-It Festival 
MARCH | Family “Fix-Up” Fair 
APRIL 


Spring Spruce-Up Spree 


Home Modernization Month 


MAY 
JUNE 


Jumbo June Values 





newspaper ads and ‘Profitable Pointers,” a 
monthly bulletin with plenty of hard-working 
ideas for using this Post merchandising material. 


How you can get a new kit 
for each of the next 11 months 

The Post is offering this merchandising service 
for every month during 1956 (starting in Feb- 
ruary) for a total charge of only $5.00. Listed 
below are the timely themes for each month. 
(We urge you to take advantage of this offer 

a more profitable $5 you'll never spend!) Just 
as a preview of what’s in store, the March 
merchandising kit will contain an imprinted 
product pennant for each building product 
advertiser who appeared in any issue of the 
Post during the first four months of 1956. So 


clip the coupon now—send it in today! 


| 


JULY | 
AUG. 


July Outdoor-Living Jubilee 
August Savings Spectacular 
SEPT. 


September *‘Home Show” 
Home Economy Harvest 
Winter Wonderland of Values! 


Christmas Open House! 
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1956 planning calendar 
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Channing Way, Manager, Building Product 
The Saturday Evening Post, Dept. A, Phila 


Please ru me the FREE introd ( ! iT Home Jamboree 


t prepaid 


Count me 


mom ordet 


Name 
Name ¢ 
Addr 
City 
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DO-IT-YOURSELF 
Table and 
Furniture Legs 


Featuring the NEW Adjustable bracket for 
straight or flare style legs 


a4 


SELL DENNIX legs for 100 
home uses tle in sales 
of plywood, table tops, 
unfinished furniture, etc 


PROFIT from full mark up 
and liberal freight aliow- 
ance policy 


As samo 


COUCH 


REE : sample leg, mounted 
fi g on @ display card 


TEST BEFORE YOU BUY No ob 
ligation. just write on the back of 
a post card ‘tree display" and we 
will send you full information on 
prices, freight allowance, promo 
tional aids AND THE PREE SAMPLE 
DISPLAY 
10 BRASS, 
finished, 1Ve” ferrule with 
bright stee! giide 


Cirele Ne, 80 on Coupen, page 86. 
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Common Pine for Paneling 


We try and find new products, 
which have not yet been offered to 
the general public. One of our most 
successful items has been No. 6 
Common White Pine, which has 
been manufactured into interior 
paneling. 

Needless to say, we were ridiculed 
by other old-time dealers, who con- 
sidered this as only cull lumber fit 
for out-houses. But in our estima- 
tion with the variations in color 
leading into the decay and various 
stages of decay, greater character 
and possibilities exist than in knot- 
ty pine paneling and at a consider- 
ably lower price. 

A dealer in North Tonawanda, 
N. Y., was having success market- 
ing this item and it seemed to pos- 
sess merit to us, 80 we experi- 
mented with 500’. It immediately 
took hold and now we are buying 
in carload quantities.—Clare Lak- 
ing, president, Danforth Wallboard 
& Insulation Co., Toronto, Canada. 


’ 


Playing It Sweet 


We use a hill-billy band, the Ar- 
kansas Valley Drifters, as a means 
of effective advertising. They play 
every Saturday night for us over 
radio station KCON, Conway, Ark. 
This band also plays for us each 
night at the Faulkner County Fair. 
The shows are interspersed with 
commercials advertising Hiegel 
Lumber Co. materials and services. 

Although we have no definite way 
of knowing how much business we 
procure from this medium of ad- 
vertising, we feel sure it must be 
7-10% of our volume. — Alphonse 
Hiegel, Hiegel Lumber Co., Conway, 
A rk. 


Save-A-Sale Plan 


We have a little plan in our or- 
ganization which we call “save-a- 
sale,”” which is intended to accom- 
plish just that. For example, when 
a salesman reaches a blank wall in 
an attempt to close a house sale with 
a customer, he calls the manager in 
an attempt to save the sale. Be- 
tween them, the manager and the 
salesman try to get all the facts on 
why the person will not buy the 
house job. This system saves about 
45 out of 100 house sale cases. 
Abraham Rich, accounting officer, 
Meadowbrook Lumber & Equip- 
ment Corp., Bellmore, N. Y. 


Januar, 


“ 


Manpower Inventory 


We keep an indexed notebook list- 
ing of all contractors, painters, 
plasterers, dry-wall contractors, pa- 
per hangers, lathers, draftsmen, 
architects, bricklayers, roofers and 
even some common laborers who 
frequent our place of business. 

We have most of these different 
groups set up alphabetically with 
the name, address, phone number 
and any other pertinent information 
such as important foreman and the 
particular capabilities of the firm 
or man. We try and keep this list 
up to date by discarding names as 
people leave town and add new ones 
as they appear on the Salina build- 
ing scene. 

Our office manager keeps this 
book up to date. Everyone in the 
office is instructed to get any new 
man’s name with his address and 
information whenever he can for 
listing in this very important little 
book, which we use as a mailing 
list for any important advertising 
or information that we feel they 
would want to know about. It is 
particularly handy for circulation 
of specials or a new product, which 
is being introduced by our firm. 

We keep all names regardless of 
their loyalty to our firm. We try 
and work with the carpenters in 
wrapping up complete packages for 
our consumer trade. In this com- 
munity of only 35,000 people, we 
soon get to know the capabilities 
of each man. I do not see how any 
firm can operate without a list of 
the potential building talent in a 
community.—D. C. Larson, Larson 
Lumber Co., Salina, Kans. 


Story Books for Children 


Gifts to children have been very 
effective advertising for us. We 
tried several kinds before we hit on 
one which has been very well re- 
ceived. Candy was not acceptable 
to many parents and balloons didn’t 
last long enough. 

For some time now, we have been 
giving story books to our customers’ 
children. These can be purchased 
for about a nickel at variety stores 
The children are pleased, the par- 
ents are pleased and the stories are 
read over and over again in the 
home. Relatives and friends are 
constantly hearing about our com 
pany as the result of this advertis- 
ing Clifton E. Cook, manager, 
paint and hardware dept., Taylor- 
Goodwin Co., Haverhill, Mass. 


1956, AMERICAN LUMBERMAN AND 





Promotes Kitchen Sales 


We have found that by creating 
a desire for better living and by 
giving untiring personal service, 
we can divert sales dollars to our 
company and industry. 

A good example of what I mean 
was the meeting to discuss kitchen 
planning sponsored by Beta Sigma 
Phi, a business girls’ sorority. I 
went to their meeting with nothing 
more than some kitchen cabinet lit- 
erature and a blackboard. 

The group consisted mainly of 
young homemakers, and from the 
questions they asked during and 
following my presentation, they 
were obviously interested. Almost 
immediately, we began receiving 
requests to plan and estimate kitch- 
en improvements from some of the 
sorority members. 

By following through with plans 
and close cooperation with the con- 
tractor and customer, we produced 
some unusual transformations. Our 
first job began to work as our best 
advertisement. 

After estimating the cost of the 
job, we help arrange financing. On 
the large jobs, payments under 
FHA Title I loans are too large, so 
we assist in increasing their exist- 
ing loans or in any way we can. 
EB. W. Wegner, manager, Hoppe-Ely 
Lumber Co., Chadron, Nebr. 


Magazines at Home 


We believe all of the people in our 
organization who buy or sell prod 
ucts must be constantly and com 
pletely informed about the retail 
building materials business. To 
help accomplish this, we have 15 
subscriptions of the American Lum 
berman sent to the homes of our 
key personnel. Our men are able to 
study their magazines in the pri 
vacy of their homes. This definitely 
helps them do a better job—Jrving 
Paulenoff, vice-president, Macrose 
Lumber Co., New Hyde Park, N.Y. 


Piling Straightens "Crooks" 


When we unload a car of green 
2x4s, we sort them out 75% 
straights and 25% crooks. The 
straights we pile on sticks flat in the 
conventional manner; the crooks we 
pile edgeways, one layer with the 
crown down, the next with the 
crown up and continue this way to 
the top of the pile 

A stick must be used at each end 
and in the center or on longer stock 
two center sticks are spaced a few 
feet apart. The action is the same 
as it is on the spring of your auto- 
mobile as you load it. Sure the pile 
is a teeter-totter, but slowly and 
surely this teeter-totter action dis 
appears. The lower layers’ will 
straighten out before we are 
through piling. Actually the pile 
should remain for six months 
Orville Johnson, Arlington, Ohio 
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weve aa Hardware 


This Merchandiser 


Does Double Duty 


Here’s a silent salesman that sells your storm and screen hard- 


ware customers 


stops ‘em and sells ‘em. A good stock of 


most wanted items in one compact display merchandiser, This 


is the way you get it 


ready to go! You sell more, check stock 


at a glance, reorder items you need. It’s easy and effective! Does 


double duty, 


Window banners for storm and 
screen hardware selling dou 
bly effective because they're the 
same fact-packed stoppers your 
customers see on the mer- 
chandiser ... double impact 
double sales 


Your wholesaler has this Stanley spe. 
cial now. Ask him about Merchondiser 
No. X55. Or write Stonley Hardware, 
121 Lake St., New Britain, Conn., 
for full details. Ask for Catalog H95. 


ae ls 
pis » man 
* er oe coe nnn 


~ 


Newspaper mats that tie in 
Stanley storm and screen hard 
ware with all your seasonal pro 
motions. Use them with other 
cuts and copy to sell related 
merchandise 


STANLEY 


Circle No. 14 on Coupon, page 86, 















Dealer's Success Story 





helped this Florida dealer: 





1. Learn his cost of providing customer services 






2. Multiply his gross sales ninefold in seven years 





When a building materials dealer in a highly com- 
petitive area boosts his annual gross sales from 
$237,945 to an estimated $2 million in seven years, 
everyone wants to know the secret of his success. 

At the end of 1950, Walker & Hallowell in Sara- 
sota, Fla., totaled sales of $237,945. One year later, 
by applying good business practices to their opera- 
tion, the husband-wife team (Mr. and Mrs. J. J. 
Walker) had boosted gross sales to $571,615. This 
year’s gross sales are expected to pass the $2 million 
mark, 

Walker willingly reveals the secret of his firm’s 
rapid growth as a set of good business practices 
applicable to any retail yard. These include: 

An accurate, daily cost accounting system. 

Compensatory pricing for a fair profit on his 

investment 

Competent, courteous sales personnel. 

A modern, homelike showroom. 

A free coffee bar for customers. 

Emphasis on mechanical handling of all build- 

ing materials. 

—An ample, paved parking lot convenient to the 
showroom. 

Rapid delivery service. 


TWO FORK LIFT TRUCKS, a large one in the yard and a smaller one in the warehouse, 
have cut costs for Walker & Hallowell, These two lifts have replaced nine men 





Realistic Pricing Formula Builds 






Using a compensatory pricing formula, based on a daily cost and sales breakdown, 










Outside salesmen, who keep in touch with con- 
tractors. 

By parlaying these factors into an efficient busi- 
ness organization, J. J. Walker has become one of the 
top building materials dealers in Sarasota and now 
heads one of the fastest growing firms in the highly 
competitive Florida Gulf coast area. 

“Much of the success of our operation can be 
traced to American Lumberman’s editor, Art Hood,” 
Walker says. “We are using many of the ideas which 
Art has advocated in his management clinics. 

“In fact,” Walker adds, “our entire price book is 
based on his compensatory pricing formula.” 

sasically, the formula gives the markup required 
to cover the fixed and flexible costs of doing business 
and provides the dealer with a desired net profit. 

From past experience, Walker has estimated his 
costs of doing business. Using the compensatory 
pricing formula, he adds this fixed cost to the whole- 
sale cost of the materials and computes the markup 
required to make a gross profit which, after taxes, 
will bring the desired net profit. 


Sales costs analyzed. Cost and sales data is totaled 
and transferred to a daily cost and sales analysis 
sheet. This sheet indicates the daily receipts, funds 
entered on the accounts receivable sheet and the 
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HOMELIKE ATMOSPHERE is found in the showroom, which is 


J. JI. WALKER, left, president, Walker 


equipped with a comfortable divan, modern tables and draw drapes to & Hallowell, takes time off for a cof 


encourage women customers, Main consumer sales area 


warehouse. 


a Thriving Business 


amounts removed. This gives a true picture of the 
firm’s daily financial condition. 

Also entered on this sheet is the estimated operat 
ing cost for the day, the receipts of the various de 
partments and the total sales for the day. 

With these cost records, the various fixed and vari- 
able expenses can be tallied and it is possible to 
roughly estimate the day’s net profit. 

“This may seem like a lot of useless information 
and duplication of bookkeeping,” Walker says, “but 
this material is all furnished by the cash register and 
it’s merely a copying job for one of our office girls. 

“With this report we can study the stock move- 
ments in the various departments,” Walker adds. 
“This makes it possible for us to be more selective 
in ordering and there’s less tendency to reorder to 
balance the inventory. We can see our profit trend 
for any given day or week and the small amount of 
time needed to make this report is more than justified 
in the end. 

“The reports have a stabilizing influence on the 
sales department when there’s a tendency to make 
special price concessions to some contractors.” 


Women browse. The rear wall of the showroom, 
covered with perforated hardboard, is used to dis- 
play manufacturers’ literature. 

“Often women come in and ask not to be disturbed 
while they browse through the literature racks,” 
Walker says. “They pick up a-few pieces, possibly 
ask a question, and leave. Eventually they make up 
their minds and come back as customers.” 

Actually, the main consumer sales area is the large 
warehouse adjacent to the showroom. Here paints, 
millwork, hardware and other materials are displayed 
and a special sales counter is set up for this depart- 
ment. Doors on either side of the warehouse make it 
possible for a customer to drive in and pick up his 
materials. 
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the fee break with visiting St. Louis lum 
berman Richard A Gruner Mrs 
Walker is secretary-treasurer and 
purchasing agent of the firm 








Materials Handling Replaces 9 Men 


Lumber is stored in umbrella-type sheds close to 
the railroad siding. The yard handles between 
30,000 and 40,000 board feet of lumber daily. Two 
men handle most of this stock with a pair of fork 
lift trucks. 


The large fork lift is used in the yard to handle 
dimension and sheet stock. The nine one is used 
inside the warehouse to move palletized materials. 


Walker reports that the two fork lifts have re- 
placed nine men—six in the yard and three in the 
warehouse. With the small fork lift one man takes 
care of the warehouse and its $100,000 inventory. 


"Now one man can handle 150 sheets of gypsum 
board in a matter of minutes; previously it took 
nearly an hour for two men to carry the materials 
to the truck by hand," Walker says. 


"Mechanical handling pays off in another way,” 
Walker adds. "We can cut down on the number of 
trucks we need and speed deliveries, This fast serv- 
ice has helped build our contractor business.” 


To speed these deliveries, dimension lumber is 
delivered to the job site in bundles up to 6,000 
board feet on a three-ton truck. The truck's 16-foot 
bed is tilted hydraulically and the load slides off. 


"This truck does the work previously done by three 
trucks,” Walker says, ‘and there's less time lost be- 
tween loads. The savings made by this truck and 
mechanical handling have paid for themselves in a 
surprisingly short time.” 

Walker & Hallowell has 35 employes. Five outside 


salesmen call on contractors in the Sarasota area. 











3 Plans to Stimulate Repair, Remodeling 


ACTION—Slum Clearance 


ACTION 


American Council To Improve Our Meighborhoods 


OHI—Repair, Modernization 


NRLDA Planning 


Calendar for ’56 


Planned just for you the Satur- 
day Evening Post has prepared 
and is ready to distribute a 1956 
Planning Calendar sponsored by 
the National Retail Lumber Deal- 
ers Association. Each calendar 
has “Themes of the Month,” week- 
ly promotional subjects and timely 
items for coordinated display. A 
handy sliding topic column guides 
the retailer all through the year. 
Supporting the calendar in the 
introductory kit will be an OHI 
decal, display streamers, a poster, 
newspaper tied to the January 
theme, a copy of “Profitable 
Pointers.” 

The Poat will be ready in Feb- 
ruary with a new kit slanted to 
tie-in with the theme for that 
month designated on the calendar. 
Additional kits will then follow for 
the remainder of the year. The 
first month's package is free as an 
introductory offer. Service for the 
rest of the year is $5. Write Chan 
ning Way, Saturday Evening Post, 
Philadelphia. 
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ACTION-—the American Coun- 
cil To Improve Our Neighborhoods 

is sponsored by a wide segment 
of industry and was endorsed by 
President Eisenhower last Novem- 
ber in Washington. The campaign 
is to alert the American people 
to the evils of slums and housing 
decay so that they will do some- 
thing about protecting this coun 
try’s 250 billion dollar investment 
in housing. 


Operation Home Improvement 
is a year-long campaign designed 
to coordinate the sales promotion 
efforts of all factors in the home 
improvement business, at the na- 
tional and local level. The seal 
shown is the identifying symbol] 
for all the industry to use in sell- 
ing the public the idea: “’56, the 
year to fix your home.” 

A special OHI advertising and 
display kit is now ready. Each kit 
consists of a four-color poster, 
window streamer, mats with the 
OHI seal in three sizes, decals of 


The goal of the new national, 
non-profit organization is to en- 
courage homeowners to make and 
to continue to make all necessary 
repairs to their property. The 
ACTION staff is now ready to help 
dealers with research, education 
and a field service to help translate 
the national program into local 
community action. For informa- 
tion, address ACTION, Box 462, 
tadio City Station, New York 20. 


the seal, suggested radio and TV 
commercials and a_ booklet ex 
plaining the drive. The cost is $5 
each, write to Operation Home 
Improvement, 10 tockefeller 
Plaza, New York 20. 

Other tips on getting started: 
your association has a 28-page 
booklet, your newspaper now has 
emblem mats, check your suppliers 

many are supporting this drive 
financially, will provide special 
sales tools. Watch these pages for 
practical merchandising help. 


THE NRLDA-POST calendar Is the heart of a year-long promotional program of 


dealer advertising and merchandising 
gested for this industry 


Monthly themes are the best ever sug- 
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ROOFING DEALERS — 


ou can have a 
Full Page Ad every month 
during your peak season in 








vour local Sunday paper! 


HERE’S never been an advertising campaign like this before in the 
é poe of the roofing industry. Bird offers you /ocal advertising in 
your own Sunday papers. 

Every month for five months during the peak of your selling season, full 
page, full color ads will feature Bird Architect shingles right in your own 
Sunday paper. They will reach homeowners and prospective homeowners 
right in your community . . . when their buying interest is at its peak 
when they’re reading the Sunday paper. 

You can be in every one of these ads. It’s your advertising 
to build you up and help you sell Bird Architect shingles in your own area. 
It’s the most powerful local advertising ever offered you. See the list of 
Sunday papers — pick the one that hits your territory 


. designed 


GET YOUR RESERVATION IN NOW 


Call, write or wire your Bird 
representative today (or write 
direct to Box AL-1, Bird & Son, 
inc., East Walpole, Mass.)...and 
your Bird salesman will tell you 
how you can qualify to cash in on 
the biggest roof-selling campaign 
in history. 
YOU CAN BE IN 
EVERY BIRD COLOR AD 








These great Sunday newspapers will 
carry BIRD full pago, full color ads in 
their magazine sections for five 
straight months. Pick the one that 
covers your territery. 


Atlanta Journal-Constitution 
Baltimore Sun 

Birmingham News 

Boston Herald 

Charlotte Observer 

Chicago Daily News (Saturday) 
Chicago Tribune 

Cincinnati Enquirer 

Cleveland Plain Dealer 

Dallas News 

Des Moines Register 

Detroit News 

Houston Post 

Indianapolis Star 

Jacksonville Florida Times-Union 
Memphis Commercial Appeal 
Miami News 

Milwaukee Journal 
Minneapolis Tribune 

New Orleans Times-Picayune & States 
New York Herald Tribune 
Norfolk Virginian Pilot 
Philadelphia Bulletin 
Pittsburgh Press 

Providence Journal! 

Richmond Times-Dispatch 
Rochester Democrat & Chronicle 
St. Louis Globe Democrat 

San Antonio Express 
Washington Star 

Wichita Eagle 


The same powerful BIRD ads will run 
at the same time in black and white in 
these Sunday papers. 


Albany Times-Union 
Bangor News 
Burlington Free Press 
Columbia Record State 
Hartford Courant 
Manchester News 
Nashville Tennessean 
Portland Telegram 
Shreveport Times 
Springfield Republican 
Syracuse Post Standard 
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TWIN-TILT TRUCKS 
CUT LABOR ¢ 
COSTS 


TWIN-TILT TRUCKS with 

SWINGARD CONSERVE 

SPACE and CUT LABOR 
COSTS. 


Built to turn on a dime and to 
operate with finger tip control 
TWIN-TILI trucks allow one 
man to do the work of two. The 
SWINGARD safety feature of 
sturdy bar iron construction, pro- 
tect both man and load from in 
jury or damage. The guard swings 
completely out of the way when 
truck is moving the load, to safe- 
ty position if truck is dropped 
automatically catching and sup- 
porting the load 








VERN MAINARD points to siding footage chart which he developed and , 
which is framed over the bins 


Siding Chart Aids Yard Man 


UP TO 1200 LBS. WITH 
FINGER-TIP CONTROL. 
Conversion table makes yard men to fill bevel cedar siding 

orders easily and accurately. 

TWIN-TILT is the only hand op . . é sa : : y 
erated truck with the patented it easy for inexperienced em- This device is a table which 
labor saving auxiliary rame t " —— i -— > 
is of all metal construction with : ee helps the yard man transpose the 
full welded frame, (no bolts or ploye to figure siding footage board footage ordered into the re- 
gg MRT nar tay quired number of bundles and 
Twin-Tilt trucks require a mint into boards and bundles. single boards. As a further help 
mum of space in turning of mov to the yard man, Mainard has 
ing and lift up to 1200 Ibs. palle ? J : 
tized materials with finger tip framed the chart for weather pro- 
control. The Swingard safety fea Vern Mainard, assistant yard tection and mounted it over the 
ture can be attached to any heavy . » ae f ° . . 
duty hand truck foreman at Rohlff Lumber & Sup- bevel cedar siding bins in his yard. 
ply Co., Casper, Wyo., has worked Filling siding orders is now an 
out a device to help inexperienced easy matter. 











) 
x8 44x 10 
One C Une One 


Board Bundle Board Bundle 


For completely 
descriptive 


literature write, 














Circle No. 75 on Coupon, page 86. CHART SPEEDS CONVERSION of board footage into bundles and boards. 


January 23, 1956, AMERICAN LUMBERMAN AND 





TIGHT WEAVE 


- TRADE MARK 


FINEST 


ALCLAD ALUMINUM 
SCREEN WIRE 
ANYWHERE! 


Produced by the world's most 
efficient methods to give you 
highest quality at 


LOW, LOW PRICES! 


Approved by (') Testing Laboratories 


ALUMINUM—18x14 MESH 


013 Gauge 


WIDTHS 100 FT. ROLL 
PRICE 








Clark TIGHT WEAVE sells best because it’s 
outstanding—every way. Easy to work... $ 75 
lasting beauty . . . long-lived protection, be- 
cause only Clark provides these exclusives: 
* BAKED DURA-TONE Coated Finish 
¢ Uniform TIGHT WEAVE MESH—No Bulge 
—No Sag 


Per 100 
Sq. Ft. 


FREIGHT PREPAID 
TO YOUR DOOR! 


There ere is no substitute for TIGHT WEAVE Aluminum Screen Wire 


WIRE & SUPPLY CORP. 
13131 ALMEDA RD., HOUSTON 21, TEXAS 





MINIMUM ORDER—5 ROLLS 
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Aave™ 
AUTOMATIC TACKERS 


Save TIME, LABOR & MONEY 
lor ALL-AROUND FASTENING 
in the BUILDING INDUSTRY 


1-32 ' 
GUN TACKER 
FAST! COMPACT! 


USED WHERE LIGHTER, 
SHORTER STAPLE IS NEEDED. 


CHURCH CONSTRUCTION BOOM and consistent promotional campaign has 
helped increase millwork sales 50% for this Maryland dealer 


GUN TACKER 


POWERFUL! VERSATILE! | ° 
' USED WHERE HEAVIER, Heavenly Gain 
LONGER STAPLE IS NEEDED. 


in Church Furniture Sales 


The current boom in church con- displays church furniture at home 
struction has resulted in a 50% shows. 
increase in the sale of church fur 
niture for the Buchanan Lumber 
Co., Cumberland, Md. 

“While we have developed our 
HAMMER TACKER own designs and methods for 

building church furnishings with 
EASY...WRIST ACTION! carefully matched No. 1 oak, we 
HAMMERS STAPLE HOME attribute our sales gains to the 
WITH EACH BLOW. consistent promotional program 
we have maintained throughout 
the year,” says treasurer Paul 
Building contractors and sub- sSuchanan. 
contractors everywhere use He adds that the excellent sales 
Arrow Staple Tackers for volume kept the mill working at 
INSULATING, ROOFING and capacity through the off-season 
many other fastening applica- winter mont hs. 
tions! Look INTO IT TODAY! The promotional program in- 


cludes personal calls on prospects 

eam aN eS ok mee oe A ES A by full-time salesmen; a consistent 
ARROW FASTENER COMPANY, Inc. advertising program in six month. 
1 Junive St, Brooklyn 12,N.¥. = Dept, AL ly church publications; a mailing 


iptiv h i n p « 
tS pet eee wre end prices © of 3,000 catalogs to churches and 
architects. 


~~ Following up leads furnished by 

; Dodge Corp. reports, the firm’s 

Address salesmen carry full-size samples of 

gc’ Tone Stote oan altar lecter ‘ . 
pews, altars, lecterns and other CAREFULLY MATCHED OAK is used 


for trial and dismantled for easy quality Note the matching in this 


j items which are readily assembled to insure a millwork product of top 
transportation. The company also chair 


My supplier is 


Civele Ne. 74 en Coupen, page 86, 
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NO COMPLICATED DIAGRAMM 


On 
©, 9, 


NO LARGE INVENTORIES . + os 


ING 
THE “COMPLETELY ADJUSTABLE 


DO-IT-YOURSELF 


er WROUGHT IRON, 
‘ie, RAILING 


NO MisFiTs . 


ONLY 3 BASIC PARTS FRET OISPLAY 


BUILD A COMPLETE INSTALLATION ' Arouses interest, clinches sales. In 


stantly demonstrates the beauty, 
utility, rigidity and ease of assembly 
Sturdily built, attractively colored 
Compact (only 12” x 44” actual floo: 
space). FREE to new dealers with 
first order 





TRETTRT, . sa 

MESS 4 or 6 Foot Adjustable Railing 
‘arcane’ g Section can be used “as is” 
on level surfaces or slanted 





to fit steps of any pitch 





PLUS 


Unique combination sales and 





Universal Pre-drilled Newel 

Post can be used for end, cor 

ner, step or intermediate post ‘ a. ‘ Display card with help-your self 
" literature dispenser. 


planning charts 





:; ‘ — alls atenet 
Adjustable Fitting for bolting Illustrated installation instruction 


railing sections to newel sheets. 
posts, walls, columns, ete ; 8 . 
Adjustable to any angle, any Advertising mats. 
direction. Bolts furnished 











A FEW OF THE 
MANY ATTRACTIVE i 
IDEAS FOR i = 





WE 


EXTERIOR AND 4 a " 
INTERIOR ae ON “> os 


e448 with MAl & COnntE 
COVA 








over Gan 


COLUMN 


ecnouu ba MATCHING 
<9 wool COLUMNS MAIL THIS Versa-Products Company, Lodi 1, Ohio 


AND Send details of Versa-Railing program to 
ORNAMENTS COUPON TODAY otal 
It 


for more deco FOR COMPLETE _— 
\ ~  rative installa Addre: 
Y tions mean DETAILS Address 


F ORN ‘ts extra profits City 


FLAT CORNER for you. 
COLUMN COLUMN Jobber 
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Tough Laminated Foil Lifts 941 Pounds 


In an recent test of strength, 
4a single thin sheet of laminated 
aluminum foil of a new multiple 
aluminum insulation, proved it 
could really take abuse by lifting 
six men and a heavy platform—941 
pounds, high off the ground, 

The tough laminated foil, which 
consists of strong kraft fiber sand- 
wiched between two sheets of alumi- 
num, weighs only one-third of an 
ounce per square foot, but Emile 
Fogelson, chief engineer of Infra 
Insulation Inc., who conducted the 
test, estimated the single sheet 
could support the weight of ten 
men, 1,800 pounds. The overhead 
crane’s lifting capacity was limited 
to half a ton, so only six stalwarts 
could be used in the test 

It is available for 16”, 20” and 
24” centers, packed 250 and 500 
square feet in a small carton, which 
can be carried under the arm by one 
man. The new multiple aluminum 
insulation is manufactured by Infra 
Insulation, Inc., 525 Broadway, New 


York 12, N. Y 


Baxter Firms Merge 


J. H. Baxter & Co., one of the 
west’s largest producers of pressure 
treated forest products, announced 
election of new officers following the 
merger of its associated firms into 
the parent company. 

C, A, Chadbourne is president; 
A. M. Baxter, vice-president; ex- 
ecutive vice-president, Alfred X. 
Baxter; Gardner P. Pond, vice- 
president and district manager for 
southern California; R. B. Moss 
man, secretary-treasurer and W. E. 
Jackson, general sales manager. 

Involved in the merger are Baxco 
Corp.; J. H. Baxter & Co. of Ore 
gon; J. H. Baxter Timber Co.; 
Puget Timber Co. and Puget Tim- 
ber Co, of Oregon. Only remaining 
associated firm is J. H. Baxter & 
Co., Ltd., a Canadian corporation. 

All products of the merged com- 
panies will continue to carry the 
trade name BAXCO 





COMPANIES ANNOUNCE 





Atlas Plywood Corp. has appointed 
Georges L. Houle chief of staff, it was 
reported by the firm’s president Rob- 
ert A. Muller 


New York Wire Cloth Co. has 
named Stuart M. Jones as vice-presi- 
dent with full responsibility for all 
operations of the firm’s wire products 
business. 
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IT’S NO JOKE. A single sheet of lami- 
nated foil of new multiple aluminum 
thermal insulation lifts six men and 
heavy platform, 941 pounds 


Skil Corp. has named William K. 
Downey vice-president in charge of 
sales, it has been announced by Bolton 
Sullivan, president. Downey re 
jlaces Paul Watts, transferred to San 
Grameen as branch manager. 


The Long-Bell Lumber Co. has an 
nounced the retirement of Judd Green- 
man as general manager of the firm’s 
Vernonia, Ore. Div. C. L. (Connie) 
Anderson has been named to succeed 
Greenman, according to J. D. Leland, 
president. 


Walter E. Selck and Co. appointed 
James A. Butler dealer sales manager, 
reports David J. Broderick, vice-presi- 
dent. Butler replaces Frank H. 
Williams, who resigned to become 
regional manager of the flooring div. 
of General Tire and Rubber. 





Charles J. Williams 


Charles Judson Williams, widely 
known in the lumber and woods 
products industry in the United 
States and Canada, died January 2 
at his home in Jacksonville, Fla., 
after a long illness. 

Mr. Williams became a partner 
of Lafayette Moore in 1906, and 
since 1922 had been a chief execu- 
tive officer of the Moore organiza- 
tions. At the time of his death he 
was board chairman of Moore Dry 
Kiln Co, of Florida and Moore Dry 
Kiln Co. of Oregon. 





/anuary 


Garden Supply Shows in 


2 
5 
, 


New York and Chicago 


The National Garden Supply 
Trade Shows will be held in Chi- 
cago, January 24-26 and in New 
York City, February 7-9. 


A feature of the three-day shows 
with their more than 400 exhibits 
of garden equipment, is the Power 
Equipment Panorama, directed by 
Allan W. Greene, one of the coun- 
try’s noted authorities on service 
and repairing of garden supply 
equipment. 

The Panorama will include ex- 
tensive displays of equipment by 
independent engine and service 
equipment manufacturers, arranged 
on a model service shop plan in 
which visiting dealers will learn to 
perform service and repair opera- 
tions and become thoroughly ac- 
quainted with the equipment. 


Luncheon conferences and open 
forum discussions will deal with 
marketing problems, availability of 
products, promotion plans for 1956 
and similar subjects of interest to 
dealers. 

The Chicago show will be held 
at the International Amphitheatre 
and Stock Yards Inn and the New 
York show will be at the Kings- 
bridge Armory. 


How to Prepare Better 
Lumber Dealer Ads 


Five basic guideposts to success- 
ful lumber dealer advertising are 
comprehensively detailed in the 
Northwestern Lumbermen’s Asso- 
ciation booklet How to Get Better 
Results from Your Newspaper Ad- 
vertising. 

First step is creating a budget 
to show how much, where, and 
when the ad funds are to be in- 
vested. Second step is following a 
special advertising calendar for 
long range planning that will 
guide selection of what to feature, 
and when. (A complete ad calen- 
dar is given in the book.) 


Steps three and four cover the 
selection of pictures and selling 
copy for effective results. Five 
concerns the importance of proper 
follow-through promotion to best 
support dealer advertising. 

Also included in the booklet is 
complete data on how to create 
ads, suggested samples and a de- 
tailed analysis of an _ effective 
lumber dealer advertisement. 
LLUMBERMAN AND 
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RODDIS PLYWOOD’S new showroom in New York. As 
seen from the concourse of the British Empire building, 
Craftwall panels are displayed in individual room settings, 
modern (left) early American (center rear) and traditional 
(right). Supplementary framed panels, extreme right 


Roddis’' New York Showroom 
Uses Craftwall in Room Settings 


Roddis Plywood Corp. has opened a new showroom 
in New York City to provide a central display with 
full-scale room settings for its line of Craftwall pan 
elling and accessory products. 

Located in Rockefeller Center’s British Empire 
building, the showroom has luxurious Craftwall 
panels incorporated in a variety of room settings 
modern, early American and traditional. Supplemen 
tary framed panels at one side of the showroom dis 
play additional panels. Though not separated in any 
way, the room settings combine to make a pleasant 
overall scene that attracts the attention of passersby 
in the concourse. 

According to Robert T. Beggs, vice-president, arch- 
itects, interior designers, builders, dealers, contrac- 
tors and their clients have been invited to use the 
showroom as an idea center for planning decorative 
interiors. The showroom includes a consultation room 
and on hand for ideas and advice on decorative wood 
applications is Marshal W. Hoyt, manager and archi- 
tectural consultant 


Snap-On Snap-Off Interior Walls 


Snap-On-Walls is the 
name of a new interior 
wall system recently de- 
veloped by Erdle Perfo- 
rating Co. Inc. in coopera- 
tion with Aluminum Co 
of America. 

Five different extruded 
aluminum channels form 
the basis for the snap-on, 
snap-off wall that is 
claimed to be the perfect 
answer to transforming 
any living or working 
area. Snap-On-Walls fea- 
ture simplicity of installa- 
tion. Erdle says that com 
plete room installation can 
be accomplished in only a 
few hours with a hammer 
or screwdriver, and that 
many variations of the 
system are available to 
meet almost any require- 
ment. 


ALUMINUM extrusions 
form basis of Snap-On-Wall 

new interior wall system 
Erdle Perforating Co., Inc., 
Rochester, N. ¥ 


BuILDING Propucts MERCHANDISER 


Wood invades Packaged Building Field 


Wood has entered the packaged building field for- 
merly served by metal. A new design provides a prac 
tical, low-cost permanent structure, suitable for 
warehouses, farm buildings, theaters, shop buildings 
and many others. 

Marketed under the trade name PSI, it is a new 
design for wood roof framing for long spans that 
combines steel and long-length plywood for economy 
and architectural beauty. Several large buildings in 
the northwest have been built using this method of 
construction. 

The truss arrives at the site with all lumber and 
plywood precision cut and all steel and hardware 
fabricated to pattern. Site assembly before erection 
can be handled by carpenters and helpers. Erection 
is usually done with mobile cranes 

The product of Plywood Structures, Inc., a division 
of the Diamond Lumber Co., it is sold as a packaged 
building f.o.b. cars. Standard buildings are to be 
available in 32, 40, 50, 60 and 80 foot spans. Longer 
spans may be had on special order. 

The continuous plywood members are scarfed and 
bonded under high temperature and pressure using 
phenolic waterproof glue, both in the primary bond 
and in the scarf bond. The latter is done with high 
frequency equipment of the latest design 


ERECTION OF EIGHT-FOOT UNIT of roof structure 
Trusses are swung into place by crane, seated, lines are 
slacked away and the tongs removed. Trusses are 60’ span 
Plywood Structures, 323 Pittock Block, Portland, Ore 


Companies Expand Plants, Operations 


Olin Mathieson Chemical Corp. has purchased the 
Shreveport plant of the American Creosoting Co., which 
will give the firm the ability to more than double its cur 
rent output of creosoting materials, All such operations 
will eventually be concentrated at the newly acquired 
facility and Wolmanized treated lumber will continue to 
be produced at its Bell street plant 


American-Marietta Co. has announced the purchase of 
Southern Cement Co., which will be operated under the 
direction of its former management officials as a division 
of American-Marietta. Established in 1901, the firm ha 
plants in North Birmingham and Roberta, Ala., and is an 
mportant producer of Portland cement and chemical lime 


Clark Equipment Co, will expand its new Construction 
Machinery Div. plant in Benton Harbor (Mich.), by 50 pet 
cent. Announcement of the 125,000 square foot manufas 
turing addition was made concurrent with opening of a 

headquarters administrative building. The latest ad 
necessary to fulfill the increasing demand for con 

tion machinery products he division’s sales for 

the current year are estimated at more than $32 millior 
and new additions to the line are expected to bring 1956 


sales well above '55 volume 
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YOUR AD OF THE WEEK 





No. 51 of a Series 


Get Aboard OHI Bandwagon Now! 


The one objective of the industry-wide OHI cam- 
paign is to stimulate more people to spend more for 
home improvements. The amount of extra business 
this program produces for you depends a great deal 
on how effectively you capitalize on the interest gen- 
erated in your community 

Your own tie-in program represents the vital and 
final link between the tremendous national magazine 
support, manufacturers’ advertising, activities of trade 
associations and other industry groups—and the home- 
owner prospects in your trading area. 

You'll want to identify your store with OHI through 
use of the official seal in displays and in your news- 
paper ads. You'll want to plan a year-long program 
making full use of all available selling and promotional 
helps——such as manufacturers’ aids, ideas sponsored 
by your own Association, the new NRLDA Merchan- 
dising Calendar and its companion Saturday Evening 
Post monthly package (see page 56), and the exclu 
sive store-fixture design and advertising services avail- 
able from American Lumberman. 

Dealers who already have ordered ADservice mats 
are ideally equipped to launch a vigorous, outstanding 
ad campaign for home improvement business. Mats of 
the official seal are available from OHI headquarters. 
(Also now provided with all shipments of ADservice 
mats ) 

To dealers who have not yet taken advantage of this 
“proved in action” service, we suggest two steps: 

(1) Send coupon at once for free ADservice book 
which gives complete details 

(2) Keep “Your Ad of the Week” pages appearing 
regularly in American Lumberman, for your “ad idea” 
file 


SEND FOR YOUR FREE COPY 
OF HELPFUL AD BOOK 


Big 48-page ADservice book 
shows complete series of 254 
mat illustrations of projects, 
products, applications — perfect 
for OHI tie-in ads. Mats in stock 


for immediate shipment 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


NAME 
COMPANY 
ADORESS 





Rush my free copy of the 48-page ADservice book. 











(FOR YOUR AD-IDEA FILE) 


Shown in reduced size below is sug- 
gested 3 col. x 16 in. ad, using AD- 
service mats nos. 90, 114, 15, 3, 102, 81. 


YOUR NAME OR SIGNATURE CUT HERE 


LET OUR HOME SERVICE DEPARTMENT 
HELP YOU GET STARTED NOW on 


home improvements 


66 IS THE YEAR TO FIX ~ Yes, homeowners all over America are 
realizing more than ever before that the best investment they can 
make is in family happiness and comfort in home improvements 
that bring added room, modern conveniences, new pride in the dearest 
of all their possessions - their home. 

Let us help you! Whether your most important need is for an added 
room, a modernized kitchen, a garage—or any other home improve- 
ment — we can give you valuable help ~ ideas, design suggestions, free 
estimates. And we'll show you how you can pay as you enjoy — with 
small monthly payments. Come in today / 


aT] ‘ 
AGO A ew BSOm MODERNIZE THE KITCHEN 























AS LOW AS $00 PER MO. AS LOW AS $00 PER MO. 


A RECREATION ROOM 


























AS LOW AS $00 PER MO. 


BIO 14’ x 22’ GARAGE 














“AS TOW AS $00 PER MO. 


YOUR NAME 





AS LOW AS $00 PER MO. 
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s ¢€ At Last a New 
ari- ITC SELLING TOOL FOR YOU! 
Send TODAY for FREE Sample Copy 
ib = 


POPULAR 


the Louvers that FIT) §6<)¥-vouRSELF 


Modern Building Best! | FRI ALS, 


An indispensable manuel 
for every home craftsman 














THEY’RE ADJUSTABLE! 


ef Patented design allows each mod- 

7 mm el to be adjusted to fit several roof 
pitches by lengthening or shorten- 
ing baffles. Cuts fitting time to a 
minimum ... makes installation 
fast and simple. 


WEY'nS Lemns ALUMINUM! 


Rugged heavy gauge aluminum 
construction provides maximum 
strength . prevents rusting, 
eliminates maintenance problems. 
8 x 8 mesh inside bug screens 
furnished. 


THEY’RE ATTRACTIVELY DESIGNED! 


Construction-tested design com- Te 
bines ventilating efficiency with ‘ 
attractiveness. Smooth surfaces of Answers A LL the Questions of 
baffles and frames may be painted 


to mated siding. HOME OWNERS — HOME CRAFTSMEN 


Vari-Pitch Louvers are econom- 
ical too. Records show they actual- WIA ° "2A E . 
ly cost leas than the building ma- Makes BUYING easier—PROFITS bigger 
terials they replace. 


a) 


Effective Selling Catalog of 


THEY PROVIDE MAXIMUM VENTILATION all the Merchandise You Carry 


Vari-Pitch adjustable louvers af- ells Your Customer What he wants to Know 
ford the kind of ventilation re- Complete! Authoritative! 
quired in modern building . . . to The book that will become the purchasing handbook of 
a a come Meat am “ted mer the average home owner and home craftsman everywhere. 
»liment air conditioning. See char Cive 

ives confidence in buyin saves time. Get copies fe 
Galea for the free area of venti- e B pies for 


lation provided by each model. yourself, your employees, your customers. Answers practical 


questions like 

10 Vari-Pitch MODELS AVAILABLE || "men rromnrstsomncot 
walls? Why? 

And set of others—helps select right materials for 





Voriable Pitch Free Area of 
Model Min. & Max Ventilation Provided 
No rise per ft.) (sq. inches) every job 


A338 
AA4B 
A508 
A56B 
ABEB 
30-4 
38-5 
46-6 
54.7 
62-8 





* to 6” At 4” pitch— 26,5” At 6” pitch—31.0” Designed to help you build volume business quickly. Only 
to 6” At 4” pitch-—-60.0” At 6” pitch—63,0” =" @ | 
to i2” At 6” pitch 33.6” At 12” pitch—49.6” i5e (Special quantity discounts), 


12” At 6” pitch—43,7” At 12” pitch—76,7” 
2” At 6” pitch—63.8” At 12” pitch 109.2” 
wf begga | AP phen KUSH MY FREE COPY | 
At 4” pitch— 82.0” At 7” pitch— 196” 
At 4” pitch— 132” At 7” pitch 348” Popular Mechanics Press, Dept. AL-1 


At 4” pitch 256” At 7” pitch— 500” 
At 4” pitch—- 343” At 7” pitch—667” Sicas Sg at ag 


See your jobber or write for information on the complete Rush my FREE copy of P's Do-it-Yourself 
Lo Man Co line of ventilating equipment MATERIALS GUIDE. 


Nation's Largest Exclusive Louver Manufacturer Nome 


Louver ‘onan | = 


3603 WOODDALE AVENUE «¢ MINNEAPOLIS, MINNESOTA 
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Circle No. 20 on Coupon, page 86. Circle No. 21 on Coupon, page 86. 
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Everyone ‘sa Prospect 


There are hun- 
dreds of do-it-yourself 
uses for these attrac- 


tive, easv-to- 


install, solid maple 


legs. Smoothly sanded 


and ready to finish, 
they come in seven 


different lengths. 


Supplied with glides, securely- 
threaded stud bolts and rigid metal 
plates for either vertical or slanted 
attachment. Complete in sets of 
four, Brass ferrules optional at 
additional cost 


COLORFUL 
DISPLAY BOARD 
SELLS 
FoR YOU 


The attrac- 
tive display 
above is eas- 
ily mounted 
on wall or 
counter for 
instant eye- 
appeal. 


Get in on plus profits now with fast-mov- 
ing PEG LEGS. For details, write: 


‘TD -{™ ~ 
erry furniture (ompany 


507 MONROE AVENUE N. W. 
GRAND RAPIDS, MICHIGAN 


Civele Ne. 75 on Coupen, page 56 
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Four young men, sons of em- 
ployes of United Lumber Yards of 
California and its subsidiaries, are 
|} attending college this year on $250 
| scholarships provided by the Winton 
| Foundation, an organization affili- 
| ated with United. 

“All employes who have been with 

the firm two years or more,” says 
| general manager John Martin, “are 
eligible to have their children con- 
| sidered for once-renewable one-year 
| scholarships.” 

| The award is made directly to the 
young man or woman selected. The 
| scholarship is not connected in any 
way with the parent’s salary. The 
| amount, $250, is the estimated extra 
| cost in California for sending a stu 
dent through a year of one of the 
state’s community colleges or junior 
| colleges 

| Robert Bruce Styles, son of the 
manager of the firm’s Hughson, 
| (Calif.) yard is attending the Uni- 
versity of California at Davis. 
George Dunlop, Jr., son of a mem- 
|ber of the sales staff of Burnett 
| Lumber, Tulare, is attending U. of 
C. at Berkeley. Styles and Dunlop, 
| both in their second year of scholar- 
ship-aided work, were the first to 
benefit from the United scholar 
ship program 








| MANAGEMENT WORKSHOP STUDENTS at a clini 
Building Material 
Hammett; 
Hodges, 
Eddie Duet, Julius Spizer, R. P 


month by the Louisiana 
|B. V. Oulliber, G 

| of the elinic; Joel Stockman, 
W. P. Cherry, W. W. Miller 
Laurent, James Gaiennie. Third row: 
Stone, R. N. Ball, Don Black, 
| Privat, C. J. Lackey, Roland Privat 
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Scholarships 


One of this year’s winners is 
Richard Dietz, whose mother, Helen 
Dietz, is employed in the office of 
Spaulding Lumber, Visalia. He 
is attending the College of Sequoias, 
Visalia. Samuel S. Hargrove, son of 
the yard foreman at the company’s 
main Modesto yard, is attending 
Modesto Junior College. 

“Industry should do more than it 
does,” Martin declared, “to aid our 
young people and the institutions of 
higher learning.” 


Leadbeter Buys Tenney Co. 


Earl V. Leadbeter, Jr. has pur- 
chased the 22-year-old Tenney Lum- 
ber Co., Inc. of East Aurora (N.Y.) 
from Donald E. Tenney. Leadbeter, 
who is president of Better Service 
Fuel Co., Buffalo, becomes president 
of the lumber firm and Tenney, for- 
mer president, will continue as a 
director. 

The company name will remain 
the same, declared Leadbeter, but he 
is planning to expand the store and 
facilities within the near future. 

Other officers of Tenney Lumber 
are Frank Drosendahl, vice-presi- 
dent; George E. Ruby, treasurer; 
Herbert Holtz secretary and May- 
nard Yaw, assistant secretary. 


held in New Orleans last 
Dealers Ass'n. Front row, L to R 
AL editor Art Hood, moderator 
Robichaux. Second row: 
Boudreaux, Joseph 
L. Hamilton, H. C. McCloy, Leonard 
Fourth row: Jack Terzia, Bobbie 
Adkins. T. Roosevelt Daigle 
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Ogletree Moves to LBMDA 


Vincent Ogletree, who has been 
secretary of the Lumbermen’s Asso- 
ciation of Texas 
for the past 
seven years, re- 
signed January 
1 to take the po- 
sition of vice- 
president of the 
Louisiana Build- 
ing Material 
Dealers Associa- 
tion at Baton 
Rouge, La. Ogletree 

Ogletree’s successor at Lumber- 
men’s Association of Texas is Dick 
Watkins, former executive secre- 
tary of the Coastal Bend Retail 
Lumber Dealers Association in 
Corpus Christi. 


Rutgers University 
Offers Millwork Course 


The second semester of the Rut- 
gers University training program 
in Retail Lumber and Millwork will 
begin on February 1 in Newark. 
The first course, Retail Lumber, ran 
from Sept. 14, 1955 to Jan. 25, 1956. 

The courses are offered by the 
school’s Extension Division in co- 
operation with the New Jersey 
Lumbermen’s Association and 
NRLDA. Aim of the program is to 
make available to the lumber indus- 
try a “series of courses especially 
designed in accordance with lumber 
needs and interests. ... The ulti- 
mate objective... an ever-increas- 
ing number of trained personnel for 
this important industry.” 


Family Room Promotion 


Fifty-two leading lumber deal- 
ers from coast-to-coast promoted 
the Parents’ Magazine Family Ac- 
tivity Room during November. 

A wrist watch, awarded to the 
lumber dealer who set up the most 
effective display, was won by 
Frank Schwarz, J. H. Jackson 
Lumber Co., Denville, N. J. 


Hoo-Hoo Christmas Project 


A major Christmas project was 
undertaken by the Hoo-Hoo Club 
of the Redwood Empire. 

The club collected 40,000 board 
feet of California redwood from 
northern California mills for pres- 
entation as a Christmas gift to the 
Salvation Army’s Lytton home at 
ilealdsburg. 

Harry Merle, sales manager of 
the Rounds Lumber Co., San Fran- 
cisco, organized a caravan of 
trucks to travel from mill to mill 
collecting the lumber which was 
t« be used to make repairs at the 
heme and for new fencing. 
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“Sell America’s 
Leading \\ 











BUILDERS | 
ava HOME OWNERS 


wnt Bal/ 


No man—owner or builder—wants to put a fireplace in a house 
unless he is confident that it will work and last for the lifetime 
of the house. That's why 3 out of 4 have put their confidence in 


the Heatilator Unit 
The Heatilator Fireplace Unit. . . 


--+has lived up to every sales claim made for it there 
are more Heatilator Fireplaces in use to prove those claims than 
all other makes combined 


- ++ has kept in step with progress over the years. |c has 
been steadily improved for more efficient operation. It is the only 
unit specifically designed for today’s modern homes 


- +» Is the only fireplace unit with a positive Pressure- 
Seal Damper. By scaling off the chimney air tight, it eliminates 


costly loss of heat in winter and of cooled air in summer 


- +» is sturdily constructed with fully welded seams through 
out and a one-piece boiler plate firebox designed to last under 


even the severest usage 


& Write for folder giving full details and specifications 


Heatilator Inc.,661 E. Brighton Ave., Syracuse, N.Y 


HEATILATOR Prpece 
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THE LUMBER MARKET 


Baltimore Market Steady 
Dealer Outlook Optimistic 


BALTIMORE-—Southern pine re- 
mains very stable in this area with 
little change in either price or de- 
mand. Dealer outlook is a good bit 
more optimistic than it has been, 
however, for an increase in whole- 
sale inventories is due around the 
middle of January, and this is ex- 
pected to put a strong foundation 
under the southern pine market. 

West Coast fir is much stronger 
than it has been in some months; 
and all indications point toward a 
continued rise. Adverse weather 
conditions on the west coast plus 
low dealer inventory, which is now 
being built up, are considered the 
main reasons for this upward 
trend. Many fir mills are refusing 
orders for any further ahead than 
February, presumably because of 
advancing prices. Random lengths 
of green Douglas fir are bringing 
around $76 per M when purchased 
from transit cars, although the 
price on this same lumber at the 
mills is $79 per M. There also has 
been a noticeable strengthening in 
ponderosa pine. 

Activity in the hardwood market 
remains a little slow, and whole- 
salers do not expect it to pick up 
very much before the middle of the 
month. Walnut and cherry are the 
strongest items and both are fairly 
searce, particularly in the better 
grades. 

Oak is very strong, and good 
grades of white oak are practically 
unobtainable. This is attributed to 
an increase in the production of 
pleasure boats. Mahogany has also 
been affected by this situation, and 
Honduras mahogany reportedly is 
up some $15 to $20 per M over 
prices of the last few weeks. 
Philippine mahogany is somewhat 
less in demand and therefore a bit 
more plentiful than it has been 


Plywood, Douglas Fir 
Prices Up in Tacoma Area 


TACOMA—Lumber prices here 
are on the upgrade, an unusual 
situation for the year end. The 
trend is attributed to incoming 
orders and an earlier than usual 
winter that has cut production. 
Generally speaking, prices for 
Douglas fir lumber are taking a 
jump that is more than seasonal. 
Mills are getting $72 a thousand 
board feet for green random 
length 2x4s, a pace setting item. 
This is up from $67 six weeks ago. 

The increase puts fir prices $2 
higher than a year ago and is the 
biggest yearend price gain since 
the post Korea upturn of 1950. 
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Kiln dried Douglas fir, which is 
usually slower to show price 
changes than green dimension 
lumber, is rising. Dried 2x4s are 
selling close to $90 a thousand, up 
$1 to $2 from five weeks ago. 

The lumber trend is being fol- 
lowed by plywood, prices of that 
commodity showing an increase of 
approximately 4%. 

An important local development 
announced by the Weyerhaeuser 
Timber Co. was that shareholders 
at a special meeting voted to split 
the company’s common stock on a 
4-for-1 basis. The split became 
effective Dec. 30 and shareholders 
of record then were entitled to 
receive three additional shares for 
each share held. 

Announcement was made this 
week by military spokesmen that 
the joint bid of two California 
firms for construction of 200 fam- 
ily housing units at Fort Lewis, 
just south of here, has been ac 
cepted. The bid of $2,745,735 was 
entered as a joint venture of the 
Fanderlik-Locke Co. and Myers 
Bros., of Pasadena. Work is to be 
started at once and must be fin- 
ished in 360 calendar days. 

Anderson & Middleton Logging 
Co., of Aberdeen, were successful 
bidders for two tracts of Olympic 
National Forest timber. 


Prices Firm, Stocks Low; 
Production, Orders Slow 


KANSAS CITY—The southwest- 
ern lumber market was at a stale- 
mate in the closing days of 1955 
and mills were awaiting the flow 
of new business that comes after 
inventory-taking. 

The weather moderated some- 
what but mills did not step up pro- 
duction, which was at a low ebb. 
Prices ruled steady. Mills reported 
no excess stock on hand and, in 
fact, shortages were quite the rule 
with the larger producers. Line 
yards also were said to be low on 
stocks and would have to replenish 
them in order to obtain even a 
semblance of inventory balance. 

Inquiries from the rural areas 
have not been so numerous in re- 
cent weeks, reflecting, in part, the 
reduced incomes of farmers in the 
area. Many major suburban de- 
velopments are on tap and residen- 
tial building in the Kansas City 
area should be substantial in the 
first half of 1956. The Federal Re- 
serve bank reported that building 
permits for 1955 in some 18 major 
cities were 15% larger than a 
year ago, and a_ considerable 


January 2 


amount of materials for the proj- 
ects have not been ordered. Ship- 
ments of lumber by rail for the 
first three months of 1956 in the 
area served by the Trans-Missouri- 
Kansas Shippers board (Missouri, 
Kansas, Oklahoma, Illinois and 
Arkansas) are forecast as 2% high- 
er than in the same 1955 period. 


Most Prices Hold; 
Green Fir Advances 


SEATTLE—Beset with alternate 
rain and wind storms and with 
freezing spells in between, the 
Puget Sound area is suffering from 
inclement weather similar to Ore- 
gon and California. 

Prices are unchanged and cannot 
be pinpointed. There is one excep- 
tion, green fir, which has advanced 
$2 in some lengths. Studs continue 
in strong demand selling at prem- 
ium prices. 

Prices are expected to advance as 
soon as the volume of sales builds 
up. End of the gravel haulers strike 
will result in at least $100 million 
worth of construction work re- 
sumed. No. 2, 5X shingle and No. 2 
Perfections are weak. Other shingle 
items are unchanged. Western red 
cedar is steady with prices holding. 
Some believe siding is slipping. 
Hemlock is hard to buy. No. 3 and 
4 ponderosa pine common is spotty. 
On one hand No. 3 has advanced to 
$80 while No. 4 dropped to $68. 
Spruce is unchanged. 


Lumber Nationally 


WASHINGTON, D. C.—Lumber 
shipments of 479 mills reporting to 
the National Lumber Trade Ba- 
rometer were 7.2% below produc- 
tion for the week ended December 
24. In the same week new orders of 
these mills were 1.1% above produc- 
tion. Unfilled orders of the report- 
ing mills amounted to 36% of 
stocks. For the reporting softwood 
mills, unfilled orders were equiva- 
lent to 19 days’ production at the 
current rate and gross stocks were 
equivalent to 50 days’ production. 


Southern Pine 


The Southern Pine Association 
weekly trade barometer, covering 99 
mills for the week ending Decem- 
ber 31, gave orders as 47,427,000 
board feet and shipments as 11,- 
701,000 board feet. Orders on hand 
at the end of the week totaled 
35,726,000. 


Western Pine 


The Western Pine Association 
barometer for the week ending De- 
cember 31, 1955, 93 mills reporting, 
gives orders as 51,085 M boardfeet; 
shipments, 45,351 M board feet 
and production (including pur- 
chases) as 41,893 M board feet. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. |t is @ compilation 
sad average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
«check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 
Vurtical Grain Flooring 


Dron Siding 
trp (Pat. #106 
Pot, #ilé 


Cetiing 
3 


1x6 
Ne. |! 68.00 
Ne ? 63.00 
No, i sa 546.00 


No. | Simension 
12 

80.00 

79.00 

81.00 

8! .00 

79.00 


epension 

\ 75,00 

® 74.00 

+ 76.00 

76.00 

2x12 74.00 


No. 3 Dim» sion r/i only 


Add $10 for dry lumber) 





R&v CEDAR SHINGLES 
Royals ‘ 


No. | 24" 4/2 

No, 2 24" 4/2 

No, 3 24" 4/2 
ror ane 

No : 5/2"%q 

No , : igh 5/24 

No, 3 , 5/24 
xxXKX*X 


2 
3 





WESTEAN RED CEDAR 


Prices for Westers Red cedar siding in 
cars, new bundling, &: ‘o 16° are: 
Beveled Siding, '/y In«i 
Clear es. ‘He 


Yh by 4 inch 4 95.00 95.00 
Yh by § inch ! 100.00 100.00 
/y by 6 inch ; . 105.00 95.00 
Ya by 8 inch ; 145.00 135.00 
Clear Bungalow S-ding, %, inch 
8 inch %,..180.00 175.00 
10 inch 205.00 200.00 
12 inch ‘s..225.00 220.00 
Finish, B and Btr, $2 or 4s,;, 
6' to 6" of Rough 
ix 8 
ix!0 
1x12 
Ceiling or Flooring, 8 and Ts 
3 to 16° or Longer 


1x3 ' 
1x4 14° 
Discount on moldings, 6’ to™ )9 
Series 8,000 
Listing under 2.00 
Listing 2.00 and over 
Clear Lattice, 5/16" x 1%4""—5' to 7" 
100 lin. ft. % 1.50 


Rite Cc D 

3.90 125.00 100.00 
0 14500 95.00 

odd lengths 


st plus 359 
list plus 4 
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WESTERN PINES 
Ponderosa Pine 


Selects and 
$2 or 45 4/4 RW 6/4 RW 8/4 RW 
C&Btr, RL 275.00 290.00 290.00 
Shop, $25 
No. | No.2 


5/4 142.00 110.00 
6/4 144.00 114.00 


Commons, $2 or 45 


5/4 RW 


No.4 
ix 8 RL ).00 0.00 68.00 
ixl2 RL 00 0 468.00 
Idaho White Pine 
Selects $2 or 45 


C&Btr, RL 
D RL 


x4 x8 1x10 
270.00 270.00 275.00 
210.00 210.00 235.00 


Commons, $2 or 45 
No.2 No.3} 
a o- ‘ ‘ 150.00 108,00 
1x12 160.00 110.00 


Sugar Pine Selects $2 or nal 
B&Btr, RL 
ee 
D RL 
Shop, $25 
No.2? 


5/4 122.00 
6/4 ) 122.00 


A 5/4 RW 6/4 RW 
00 280.00 


285.00 
275.00 


280.00 
230.00 230.00 





OAK FLOORING 
Clear Plain 


«2/4 he'e 
White 15.00 00 
Red 220.00 185.00 


Sel Piain 
White 205.00 
Red 210.00 
#1! Com 
White 185.00 
Red .. 185.00 
#2 Com. 
Pin, White & Red .92.00 12.00 
Zt! Com. & Bir. 
Shorts 
Yo 00.00 


173.00 
175.00 


158.00 
158.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr 
ix4 230.00 


Fiat Grain Flooring 


(x4 160.00 
xb 65.00 


Drop Siding 
tx6 20106 70.00 
ind Hil6 70.0 


Boards & Shiplap 


ne | (D grade) 170.00 
2 85.00 
No 3 74.00 


No. | Dimension (Dense) 
12 14 

4 98.00 98.00 

4 100.00 104.00 

i 97.00 97 00 

0 110.00 110,00 

2 130.00 130.00 

No. 2 Dimension (Dense) 
75.00 
66.00 
84.00 
2x10 90.00 
2x12 96.00 


No. 3 R/L Only 
2x 4 

2x 

ax 


All prices based on } ried stock 


REDWOOD 
Bevel Siding 


Vox 4 V.G. Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 

Note: A grade V.6. Redwood Siding $5.00 less 
for 4, % and % in above sizes 


<<<<<<<<< 

O0OOOOOO® 
Seeeeeee 
SSoaRRERs 
Sssseseee 


~ 
~ 
oe 
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Anzac Siding 


1x!0 V.G, Clear All Heart 
ix!2 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade 


Finish 


ix 4 Clear Heart $45 
ix 6 Clear Heart 545 
\x 8 Clear Heart $45 
'x!0 Clear Heart $45 
txt? Clear Heart 545 





WESTERN HEMLOCK 


Vertical Grain Flooring 
BABtr Cc 
x4 160.00 146.6 


Fiat Grain Flooring 


Ix4 
1x6 


Drop Siding 


inh (Pat, 32106) 
ixe (Pat, g1i6) 


Ceiling 


Yqu4 
1x4 


Boards and Shiplap and 2" (Dry) 


Ix 1x8 
No, | 74.00 76.00 
No, 2 6700 69.00 
No, 3 60.00 562.00 


No. | Dimension 


12° 
4 82.00 
6 82.00 
8 82.00 
. 82.00 
82.00 


. 
lx 
ly 


2x 
2x 
2 


No. 2 Dimension 


1? 14 
dx 77,00 77,00 
2x 77,00 77 00 
2s 77.00 76.00 
2x 76.00 76.00 
de 74.00 74.00 


No. 3 Dimension +/) only 
2x 


x 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 
No. 246¢ 


No, 346tr 


No. | Dimension 
12 4 
74.00 14.0 
72.00 72,00 
78.00 78.00 
76.00 77 Of 
76.0 16.00 


2 Dimension 
2 4 h : 

4 69.00 697.00 Vf 4 69.00 

6 67 90 67.00 47 00 , 469,00 

4 73.00 73,0 71.00 7\ 20 
#10 10.00 72.00 70.00 ( 10.0 

2 7| 00 710 71.00 0 30 

lis are now grading boards No, 2 and 3 corn 


Mills do not grade out No. 3 dimension 
fir 
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INTENGIVE ONE-DAY CLINICS like 
sponsored this year by Iron City Sash 
with dealer custome! 


Wholesaler leads 





Eight manufacturers co- 
operate with Iron City Sash 
& Door Co. in staging clinics 
to help dealers sell the quality 
advantages of their products. 

Greater emphasis on the quality 
features of their respective prod 


ucts will be stressed this year in a 


series of dealer clinics sponsored 


PLANNING TEAM Irons out detaila of the week-long window clinlke 
and the Andersen Corporation for 
nager of Iron City 

pre 


Iron City 
Marti: nies ms 
Anderse! J 


entative of 


Kegs 
iger for 
district 


Duncan Brown 


repre Andersen 
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this 
& Door Co.,, 


one will be typical of the 


Pittsburgh, in 


by Iron City Sash & Door Co., Pitts- 
burgh’s largest distributor of mill- 
work products. 

“How to Sell Quality” is the 
theme of the clinics, which will be 
held in 12 areas served by Iron 
City. Each of the day-long clinics 
will be held in the same location 
for five consecutive days. They are 
expected to draw 600 dealers. 

The clinics were started on an 
experimental basis last year with 
the Andersen Corp., Bayport, Minn., 


arranged by 
retail lumber dealers. Left to right 
Harold Meissner, sales training man 
ident of lron City and George Hoel 


f/anuary 


series 
cooperation 


5 
vy 





Wholesaler 
of the Month 


This is the second of a 
series of monthly case- 
history articles about 
the detailed 


of some of the nation’s 


operations 


leading wholesalers. 











Drive to Sell Quality Features 


manufacturer of wood window 
units, cooperating with Iron City 
in a series of five clinics in Pitts- 
burgh. 

During the week, lumber 
dealers representing 102 yards in 
the Tri-State area attended the 
clinics. The results included better 
relations between Iron City and 
their customers, smoother ordering 
and processing procedures and a 
healthy increase in Andersen’s 
Windowall sales 

This year, in addition to Ander- 
sen, the cooperating manufacturers 
will include the Morgan Co., U. S. 
Plywood, Masonite, Marsh Wall 
Products, General Plywood Corp., 
M & M Woodworking Co. and Brad- 
ley Lumber Co. The products of all 
these manufacturers are distributed 
by Iron City. 

Throughout the clinic, every ef- 
fort was made to capture and hold 
the interest of the dealers by help- 
ing them, not only with their win- 
dow problems, but with the larger 
problems of profitable lumberyard 
operations. The talks were brief, 
never more than 30 minutes. Sound 
and color movies were shown to co- 
ordinate different phases of the pro 
yram 

This year each clinic will be in- 
troduced by a color film in which 
the president of each company will 
point out the quality advantages of 
his particular product. Technical 
advantages of the products will be 
demonstrated and advertising helps 
explained. 
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progressive, profit-minded 


jobbers ane dealers sell 


Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES: 


More and more builders, dealers 
and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod; 
ern door manufacturing equipment 
in the country—result in the highest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk’'s quality for your- 
self! Check Mohawk’s prices 
too, before you order 

your next carload., 


Mohawk FLUSH DOORS 


——~—~ 213 W. Ewing Ave., South Bend, ind. 
a 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 











This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates w 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL, 


STANDARD CONVEYOR CO. 
General Offices 
North $1. Paul, Minnesota 


Sales and Service in 
Principal Cities RAVITY & POWER 

















shebeldess 
Wie 
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Most advanced READY -T0- INSTALL 
WINDOWS! 


WEATHER 
WIZARD'S 


with integra fin 


tor Prime Aluminum 
“ rinod Buck Horizontal Sliding 
reroliation and Picture Windows 


Heli-arc weided frames 
Built-in stainless steel 
weather stripping 
Beveled for drainage 
Easy to install storm and 
screen sash 
Panels are easy sliding 
» : easy to remove and ciean 
WRITE FOR FREE 
CATALOG & PRICE LIST 


Horizontal sliders available 
in 29 sizes; picture windows 
in 12 sizes 


Priced Right For Any Type Construction! 


WEATHER Wis 


MINUM MAWNUPFACTURIN 
Tulip Place 
Gerden Crt 





Miss Weldwoo# Hardboard for January 


Miss Joyce Day of the Sux erland Lumber Co., Kansas City, Mo 
is our Miss Weldwood Harii. \oard this month. A blue-eyed blonde 
Joyce enjoys swimming and skiing, runs a « heerful and efficient 
switchboard Says Custoris appreciate our fast deliver 
of Weldwood Hardboard in a’, its 276 types and sizes. Ask your 
Weldwood representative abou WELDWOOD HARDBOARD 


United States Plywood Corp ¥ branches in major cities 


Cirele No. 25 on tx upon, page 86, 
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NEW Bae vic@ as 


_. . » featuring Lawn aud Garden Teme 
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Castell Hose Reels 


R. A. Castell & Co. announces its 
new RAC Super Series “16” line of 
Hose Reels. In this new Super Series, 
which includes models 116-RAC, 216- 
RAC and 316-RAC, new features in- 
clude: RAC super-rigid steel drum de- 
sign and RAC innovated twin steel 
dise drum design in water hose reels 
The new Super Series “16” RAC reels 
have no mechanical adjustments to 
make, no wing nuts to adjust or get 
lost, it is said. RAC-116 is mounted 
on its own reel barrow for super 
portability. RAC-216 Wall-type Reel 
is recommended for institutional and 
light industrial use. RAC-316 offers 
many advantages around the house, 
connects right up to any standard 
faucet or sill cock. R. A. Castell & 
Co., Dept. AL, 740 Salem St., Glen- 
dale 8, Calif 


Civele Ne. 202 en Coupon, page 86, 
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Rotary Tiller 

This new 1956 rotary tiller takes a 
16” tillage swath, has special tines of 
rugged, forged steel of the slicing, 
non-heeling type, designed to stay re- 
markably clean, minimizing wrapping 
and winding, announces the manufac- 
turer. Powered by a Briggs and Strat- 
ton 2% hp air-cooled engine, equipped 
with recoil starter and the new quiet 
muffler. Controls are within easy reach 
of the operator—mounted conveniently 
on height-adjustable handle. Top of 
front-mounted tiller hood measures 
only 18” from ground, making it pos- 
sible for this new unit to till under- 
neath low hanging plants, shrubs and 
trees. Other features include independ- 
ent clutch,disengaging rotor for quick 
est travel over ground to operating 
area. Unit easily travels to operating 
area on rubber-tired wheels. The Mid 


land Co,, Dept. AL, 1200 Rawson Ave., 


South Milwaukee, Wis 


Cirele Ne, 203 on Coupon, page 86 


January 


The Lawnscaper 


The new Lawnscaper incorporates 
all the equipment necessary for com- 
plete lawn care in one compact, self- 
powered unit, it is said. The Lawn- 
scaper works in much the same man- 
ner as a combine used in harvesting 
grain. In one single operation and 
with a single operator, it is said to 
erform numerous functions previous- 
y done by several machines, or by 
hand, including mowing, reseeding, 
fertilizing, as well as distributing 
chemicals for control of crab grass, 
insects and weed seed killing. The 
Lawnsecaper is not for sale, but is 
being loaned to dealers on a franchise 
basis. The dealer will also get a basic 
assortment of chemicals with the 
franchise, enough to service 50 aver- 
age size lawns for a full season, an- 
nounces the manufacturer. Lawnscape 
Corp. of America, Dept. AL, 11 West 
42nd St., New York 36, N. Y. 


Cirele No, 201 on Coupon, page 86. 


Homko Billy Goat 


The old Indian custom of the 
squaw’s toting her offspring on her 
back has been updated by Western 
Tool and Stamping, manufacturer of 
the Homko Billy Goat. The mower 
maker recommends hooking a utility 
trailer to the mower as a papoose 
cart on wheels. This enables the mod 
ern Mother to cut merrily along with 
the youngsters under close surveil- 
lance. Western Tool and Stamping 
Co., Dept. AL, 2725 Second Ave., Des 
Moines 13, lowa. 

Civrele No. 204 on Coupon, page 86 


Riding Type Mower 
The 1956 line of Ride-A-Mowers, 
the original riding type mower, fea 
tures a new, streamlined look. In ad 
dition, these mowers are now equipped 
with a new forward and reverse 
mechanism which provides better 
power application for smoother, surer 
going on any terrain. The 1956 line 
of Ride-A-Mowers is available in 
(continued on page 74) 
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YES, IT'S FREE 


Just send in the coupon below and we'll mail a beautifully 
finished HAR-VEY Sliding Door HARDWARE working 
model to you postpaid. Try it out — and if you agree, as we 
feel sure from experience that you will, that Har-Vey is the 
smoothest, quietest sliding hardware you've tried — then you 
can keep the model at no charge! 


PROVEN FEATURES like these perfected by Har-Vey 
engineers in countless performance tests — enable us to make 
such an offer: 


e@ Oil-cushioned Oilite bearings that never need 
maintenance 


@ Nylon and Formica rollers that last a lifetime 


e Extruded ALUMINUM track that can’t rust 


NOW YOU CAN OFFER BUILDERS 


GUARANTEED PERFORMANCE 


—OR DOUBLE THEIR MONEY BACK! 


When you sell Har-Vey you can offer builders every assurance of top performance, 
proved by your customer’s own comparison! He makes his own test in the next home 
he builds. If the Har-Vey Hardware in that home is not the smoothest, quietest hard- 
ware he’s used in this price range, we'll give him double his money back! 





pep! 
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ar-Vey Har ” 
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s 
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Mail coupon toda 


FREE HA 


RDW ARE 
while this offer | 





BUILDING PropuCTS MERCHANDISER Circle No. 54 on Coupon, page 86, 





Wise use of swinging panel 
displays will step up sales! 


DISPLAY PANELS 


For displaying moulding, 
siding, roofing, floor and 
wall covering, panelling 
and other specialties, 
Steelframed Multiplex 
swinging panels are used 
by thousands of dealers 
who are keen merchan 
disers as well as good 
lumbermen, 





DOOR 
MERCHANDISER 


Full-size sample doors 
are prepared for display 
by attaching simple pivot 
brackets top and bottom, 
Doors are interchangeable 
with display panels. 











LITERATURE RACK 


This panel is a natural 
for merchandising “Do It 
Yourself” booklets and 
instruction sheets, blue 
prints, home improvement 
loan information, ete, In 
terchangeable with sam 
- doors and dis mo 








vanels 


tos 
Mail Coupon Today 
yInPLEX..- DISPLAY FIXTURE CO. 


. Louis 1, Missouri 





907.917 North 10th Street 


Please send your Display Equipment Catalog 


Circle No. 26 on Coupon, page 86, 








LAWN AND GARDEN NEW PRODUCTS 


(begins on page 72) 





24” rotary and 24” and 30” reel mod- 
els, all with 3% hp engines. Midwest 
Mower Corp., Dept. AL, 4541 Delmar 
$t., St. Louis, Mo. 


Cirele No. 205 on Coupon, page 86. 


Rotary Edger and Trimmer 
Three models of a Rotary Edger and 
Trimmer are being offered by Geyer. 
The new garden tool may be used for 
edging walks, curbs and driveways, 
for trimming borders, for clipping 
around buildings, trees and fences, 
etc. Features include the sure-grip 
tire tread, a self-sharpening blade and 
| an exclusive spring tension between 
shear blade and cutter blade. Geyer 
, Manufacturing Co., Dept. AL, Rock 
Falls, Il. 


Cirele No. 206 on Coupon, page 86, 


Triple Trimmer 

Using a specially wound % hp motor 
that develops 17,000 rpm and a clever 
swivel locking arrangement for 
switching handles, this new tool gives 
the homeowner a lawn trimmer, lawn 
edger and a hedge trimmer, all in 
one, it is claimed. High carbon steel 
reversible cutting blade is double 
locked onto the 5/16” shaft, making 
it impossible for the blade to come 
off accidentally. The sturdy, all-welded 
blade housing, with large size gather- 
ing guards built in, is strong enough 
to stand on. Depth gauge on the lawn 
edger and all handles are easily ad- 
justable for desired position. Stranges, 
Ine., Dept. AL, 794 Central Ave., High- 
land Park, Ill. 


Cirele No, 207 on Coupon, page 86. 


Lawn Spreader 
The new Model No. 80 Ohio Lawn 
a Spreader incorporates several new fea- 
~ tures, Axle bearings are nylon and 
are highly resistant to the corrosive 
action of fertilizer and lime. Valve 
is stainless steel, also highly corrosion 
resistant. Feed control is simple to 
operate, positive in action and very 
accurate in flow distribution. Spreader 
capacity is 21 pounds of seed, 80 
pounds of commercial fertilizer. 
Spreading width is 27”. Paint job is 
lustrous two-tone green and white. 
Ohio Machine Products, Inc., Dept. 
AL, 105 Duane St., New York 8, N.Y. 


Cirele Ne. 208 on Coupon, page 86, 


Stacking Awning Units 

Versatile Crestline Stacking Awn- 
ing Units stack upon each other and 
side by side in any combination of 
fixed and ventilated sash. Grouped, 
they form rectangular and irregular 
giass wall areas. Crank-operated sash 
are completely weatherstripped, noise- 
less and smooth in opening and clos- 
ing. Both sides of the pane can be 
washed from inside the room. Operat- 
ing sash open from 0° to 90° to per- 
mit full view and ventilation. The 
Silerest Co., Dept. AL, Wausau, Wis. 

Cirele Ne. 209 on Coupon, page 86. 
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Fiberglass Panels 


Alsynite announces its new and im- 
proved 1956 product line. Two special- 
ized panels are the new Fiesta for 
residential use and the new Industry 
for commercial applications. A new 
Economy line also has been intro- 
duced, The Fiesta line, available in 
eight attractive decorator colors, fea- 
tures Filtron 25, new heat-blocking 
formula, which reduces light and heat, 
and Armor Plate surface for lasting 
beauty. Industry panels also offer the 
new Armor Plate surface for longer 
life and wear, plus new color stability 
and equalized light transmission. 
Lightweight and easy to handle, 
Alsynite fiberglass panels are shatter- 
proof and require a minimum of main- 
tenance, it is said. Alsynite Company 
of America, Dept. AL, 4654 De Soto 
St., San Diego 9, Calif. 

Cirele No. 210 on Coupen, page 86, 


Tyler Wood Tiles 

New interlocking, easy-to-install 
wooden tiles are used for finishing in- 
teriors of new construction, or can be 
applied over existing walls. No ce- 
menting is necessary. These tiles are 
fastened with nails in the interlocking 
edges that are covered by the adja- 
cent panels. Tyler tiles are made of 
choice woods (no veneered), selected 
and edge-glued to provide uniformity 
of color and grain. Full %” thickness 
permits general beveling for attrac- 
tive light and shadow effects. New 
tiles are 16”x16", with %” additional 
for the interlocking edges. Double- 
size tiles are also available—16"x32”, 
with vertical or horizontal grain. 
Arthur F. Tyler Co., Dept. AL, 167 
Hapgood St., Athol, Mass. 


Circle No. 76 on Coupon, page 86. 
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What's Your Answer? 


How does Macrose Lumber Co., L. L, N. Y., find 
100 new, good prospect names each week to add 
to its mailing list? 

Who manufactures the materials handling ma- 
chine called the Traveloader? 

How much does Texas firm, Scott Lumber, esti- 
mate it has saved through installation of multiple 
total cash register and mechanized system of 
bookkeeping? 

Who advertises a changable copy board with 
the “mechanical hand” said to eliminate need 
of ladders and to facilitate immediate featuring 
of specials? 

How many men were replaced at Walker & 
Hallowell by two fork lift trucks the Florida 
dealer installed? 

Who is offering you a free, introductory Jan- 
uary Home Jamboree kit supporting the cam- 
paign Operation Home Improvement? 

How does Rohloff Lumber & Supply, Casper, 
Wyo., make it easy for an inexperienced yard 
man to fill bevel cedar siding orders easily and 
accurately? 

Who offers you free, a copy of what is called 
a new selling tool—a Do-It-Yourself Materials 
Guide, said to answer all homeowners’ and home 
craftsmen’s questions? 

What are some of the features of the promo- 
tional program used by Maryland firm, Buchanan 
Lumber, to increase the sale of church furni- 
ture 50%? 

What company manufactures the Handibelt, de- 
scribed as a compact, lightweight, reversible- 
helt conveyor unit? (Answers on page 83). 
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YALE HAS THE PRODUCTS 
AND THE POINT OF SALES DISPLAYS 
THAT SELL THEM FAST! 


FREE! SEND NOW! 


Write for valuable booklet 

“The Key te Selecting Avxiliory Locks” 

THE YALE & TOWNE MPG. CO., 

Lock & Herdweare Div., White Pialas, N.Y. 


7) q 
\ VALE. MEG. US. PAT. OFF 
| ye 


papers YALE & TOWNE 
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NOW -All These Famous 


More than a Hundred Colors for the Outside . . . 
Hundreds of Colors for the Inside . . . From only Two Tinting 
Bases for Each Line and One Set of Tube Colors. 


wr 2 IR 


Sun-Proofl 


— Paint 


Sun-Proo! 


House Pai" 


Prissy 


= Ae 


Here's the simplest, most practical tube-color 
system —reduces your investment and in- 
creases turnover and profits! 


Now you can meet the growing demand for 
decorator hues, inside and outside, with a tremen- 
dous new range of Pittsburgh Paints and modern 
MAESTRO COLORS® — with less investmen:, 
faster turnover and greater profits than ever before! 
All you need to stock these eight lar Pitts- 
burgh Paints in the complete MAESTRO COLOR 
range are two tinting bases, white and sey for 
each line... and one set of tube colors! 

More thon @ hundred MAESTRO COLORS are 
available in SUN-PROOFP House Paint and Trim 


IP 





PAINTS 


M, 
TS BURGE D, 


Shake & Shingle 


Paint 


peor rnc 


SHAKE & SHINGLE PAINT 


( ey 
ementh; ide 


ag ' 
Onry Paint 


Rubberized CEMENTHIDE 
(polyvinyl emulsion type) 


Paint, as well as in the new Rubberized CEMENT- 
HIDE Masonry Paint (polyvinyl emulsion type) 
for stucco, brick, concrete block and cement- 
asbes¢os shingles. These colors are also available 
in Pittsburgh's wood SHAKE & SHINGLE Paint. 


For interior you can offer hundreds of MAESTRO 

COLORS in the popular WALLHIDE Rubberized 

Satin Finish and WALLHIDE Alkyd-Type Flat wall 
aints and in W ALLHIDE Gloss and SATINHIDE 
namels for woodwork and other trim. 


With a nominal inventory, Pittsburgh's wide- 
spread distribution system assures you fast replace- 
ment of stock when you need it without loss of sales. 


if you are interested in selling paints this busi- 
ness-building way, send the coupon at right—today! 


PITTSBURGH 


GLASS «© CHEMICALS « 
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Pittsburgh Paints in Popular 


A< ” ee P 


Wallhide | 
Flat Wall Paint 
Pirrspurce 





WALLHIDE Alkyd-Type 
Fiat Wall Point 


WALLHIDE Rubberized 
Satin Finish (latex type) 





Attractive COLOR SELECTOR helps 
you sell paints faster and easier! 


@ To —_. Bee make faster, more profitable 
sales with ESTRO COLORS, Pittsburgh ro- 
vides its dealers with this attractive COLOR 
SELECTOR. It contains hundreds of exciting 
colors, helps customers do their color planning 
quickly and easily. You get a full supply of take- 
home chips for customers. Additional chips are 
provided without cost, when needed. 








Pittsburgh Plate Glass Company 
Paint Division, Dept. AL-16, Pittsburgh, Pe. 


Gentlemen: I am interested in additional information about your 
MAESTRO COLOR SYSTEM. 


PLASTICS « FIBER GLASS | 





Send This Coupon Today! 
+ 








City a Meee Sy se 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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FOR EXTRA SALES ot no extra effort, display 
Cortland Brand Nails and Brads on your 
counter, Nails come in Green Packages, brads 
in Yellow, with both clearly marked for weight, 
length and gauge. A complete stock of sizes 
(‘’% |b, 4 Ib, | Ib. packages) takes little 
space, Tough, rust-resistant, with sharp points, 
true-formed heads. Accurately manufactured, 
uniformly finished. Made from finest electric 
furnace steel. Order them from your jobber. 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
Hardware Cloth 


filet! ra 


NAILS 


Wire Screening 


REMIND ’EM 
TO BUY 


with a simple counter display 


PREE SALES KIT! Includes 
streamers, folders, newspaper 
mats. Write for itl 


& BRADS 


Circle No. 77 on Coupon, page 86. 





LONG-LIVED - PRE-TESTED 
PLYWOOD - For TRUE 
ECONOMY! 


| 


A Mark of Quality for 
All Plywood Users 


BIRCH 
FIR : 
GUM 


Specialized Handling from 
Mill to You! 


12 Convenient Warehouses 
MICH, IND, TEXAS CALIF, MO. 
WIRE — PHONE — WRITE 
For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 











Cirele Neo. 78 on Coupon, page 86, 
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Hoggson Brand 


SCREEN 


Rollers 


| Concave Face 


2 models, for fibre glass or metal screens, 


Standard 2” dia. 


For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
.125 and .170 width of face. 

For fibre gloss roller model, send 
1” section of channel, screen and 
spline to insure correct size roller. 


Convex Face 


Standard 2” dia, x 
1/16" face 
Primarily used in putting the screen- 


ing into the frame slot. Can be sup- 
plied with 3/32” rounded edge. 


Flanged 


TR, 


and 
width 


size is 2” 
9/16’ 


Standard stock 
1.5/8" diameters by 
of face, 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, NEW HAVEN, CONN, U.S. A. 
Cirele No, 79 on Coupon, page 86. 








NEW PRODUCTS 
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Harmony Hues 

Harmony Hues are the new colors 
engineered for Republic Steel Kitchens 
by three of the nation’s leading paint 
manufactuerrs. The new colors are 
Largo Yellow, Tempo Turquoise and 
Prelude Pink. Production of colored 
cabinets by Republic Steel follows an 
intensive period of consumer testing. 
Harmony Hues were developed to 
make every kitchen sing, announces 
the manufacturer. Republic Steel 
Kitchens, Dept. AL, Canton, Ohio. 


Circle No. 211 on Coupon, page 86, 


Vikon Tile 

Porcelain-on-aluminum tile, devel- 
oped by E. I. du Pont de Nemours and 
Vikon, is said to be unlike any other 
tile ever offered. The colorful, beauti- 
ful surface-finish is glass hard; wipes 
clean with ease; retains original lustre 
after exposure to most acids, alkalies, 
rough treatment and hard usage. Will 
not fracture, but cuts and forms easily 
because of flexibility. Fire proof, heat 
will not mar or warp (may be used 
around or against radiators, ovens, 
ete.) Can be cut and bent to fit, will 
not chip or craze. Very light weight, 
one square foot of tile and mastic 
weighs less than 18 ounces. Vikon Tile 
Corp., Dept. AL, Washington, New 
Jersey. 

Circle No. 216 on Coupon, page 86. 


New Low Cost Gate 

This new gate, called the Claymore 
Gate, is built of high carbon steel. The 
Claymore features an all-welded con- 
struction. There are no bolts or rivets 
to loosen up or break off, This new 
gate is 4’ high and comes in 10’, 12’, 
14’ and 16’ lengths. Pricewise, it is 
designed to compete favorably with 
wooden gates. Clay Equipment Corp., 
Dept. AL, Cedar Falls, Iowa. 

Circle Ne, 213 on Coupon, page 86. 
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New Gas Built-In Range 

Gas built-in cooking equipment is 
introduced by the Stiglitz Corp. Gas 
ovens will be available as both insert 
and stack-on types; the stack-on being 
completely interchangeable with the 
electric stack-on in the line. The new 
Stiglitz Infra-Aire Gas Oven features 
separate safety pilots for broil and 
bake. The new units are available with 
either solid or window doors and oven 
lights. Oven interior is generously 
sized to 17” high, 18” wide and 19” 
deep with all interior equipment re- 
movable for easy cleaning. Stiglitz 
Corp., Dept. AL, 2007 Portland Ave., 
Louisville 3, Ky. 

Cirele No, 214 on Coupon, page 86, 


End-to-End Flooring 

Wells’ End-to-End flooring in the flat 
grain type suitable for school class- 
rooms, gymnasiums, stores, bakeries 
and light manufacturing areas is pro 





Strip, but in the shorter 12” length 
standard for End-to-End. For heavy 
duty installations, Wells now also pro 
duces edge-grain, End-to-End mapk 
flooring under its Diamond Hard trad: 
mark. J. W. Wells Lumber Co., Dept 
AL, Menominee, Mich 


Cirele No. 215 on Coupon, page 86 


Multi-Wood Blok 

Delfair Multi-Wood Blok is now 
available in a new, medium-dark fin 
ish, which gives added richness and 
distinction to this low-cost hardwood 
flooring. Well suited for economical 
installation over concrete. Available 
finished only. D, L. Fair Lumber Co., 
Dept. AL, Louisville, Mi 


Cirele No. 212 on Coupon, page 86 


Aluminum Roll Door Hardware 


A new line recently introduced ji 
to be known as Washington Aluminum 
Rolling Door Hardware and is avail 
able in two track types. The first hav 
ing a built-in plaster ground, which 
permits laying the sheet rock or pla 

ter to the edge of the track. The se 
ond type comes with a built-in facia 
strip. This eliminates the need for a 


and does away with a great deal of 
labor and extra wood work. Both types 
are available for %”" to %” and 1” to 
1%” by-passing Washington 
Steel Products, Dept. AL, Tacoma 2, 
Wash 


Cirele No. 217 on Coupon, page 86 


doors 


Novel Door Stop 

4 novel new door stop that deftly 
dodges vacuum cleaners and other 
household hazards is the Flex-It. This 
rubber-tipped spring-steel stop flexes 
on impact to prevent injury or dam 
age. Installation is quick and easy 
One screw mounts the base into which 
the stop is screwed, Ideal Bra 
Work . Ine » Dye pt AL, 250 FE. Bth St . 
St. Paul 1, Minn 


Cirele No, 218 on Coupon, page 86 


duced with the same features as its valance or trim in front of the tracl (continued on the next page) 





PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


Trade Mark 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


DOUGLAS FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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“PARKER” © BUILDERS’-SHOWCASE-CABINET HARDWARE 


DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 
PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


BRASS RAILINGS 

BUTTS & HINGES 

COAT & HAT HOOKS 
COAT & HAT RACKS 
CONTINUOUS HINGES 
DOOR HANDLES & PULLS 
DOOR KNOCKERS 

DOOR STOPS & HOLDERS 
DRAWER HANDLES & PULLS 
GLASS PARTITION POSTS 
KICK PLATES 

LETTER DROPS 

METAL THRESHOLDS 


HIGHEST 


QUALITY 


FASTEST 


DELIVERY 


BEST 


VALUE WRITE FOR CATALC 
S$. PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. * NEW YORK 2, WN. Y. © Phone WAlker 5-6300 





Circle No. 29 on Coupon, page 86. 
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Plain, hatched or “V” groove surface gallon drums. Phelan-Faust Paint 
common to all makes, is furnished on Mfg. Co., Dept. AL, 932 Loughborough 
numerous forms of cast iron, bronze, Ave., St. Louis 11, Mo. 

aluminum and  nickel-silver Safe Cirele No, 221 on Coupon, page 86. 
Tread. Duo-Plane and Sovac surfaces 

and Hy-Tenso Safe Tread are exclu- 

sive Safe Tread products providing 

maximum durability, anti-slip effec- 

tiveness and special features not ob- 

tainable in standard designs and 

metals, it is said. Safe Tread abrasive 

metals are suitable for inside or out- 

side, wherever slipping is to be pre- 

vented or heavy wear withstood, in 

either new or repair work, announces | Bronae right Morogh 
the manufacturer. The Safe Tread Ue armanrome iat 
Co., Ine., Dept. AL, 45 N. Broad St., a. a 
Ridgewood, N. J. po kasy TOUSF 


rar dasramy chores 
ber yor Boos 


Free Hedge Shear 
A free Hedge Shear and three Dial 
It Pruning Guides are offered with 
Sargent’s Special Matched Set Gar- ' a 
den Tool Kit No. 18-8, The assort Safe-T-Spray Coatings ¥ 
ment includes four each of the five Armstrong Wax Clean 
Matched Set tools; Hedge Shears No Because of their quick-dry, dry-mist Armstrong Wax Clean, a new con- 
91-22” with the exclusive Sargent qualities, Safe-T-Spray Coatings make cept in resilient floor care, eliminates 
spring shock absorber; Parrot-Head it possible to spray-paint at any height scrubbing and rinsing, announces the 
Pruners Nos. 15-6" and 15-8” with or in almost any location, no matter manufacturer. It is said to loosen dirt 
anti-fatigue pistol grips; self-adjust how congested, it is said. Safe-T-Spray and stains when spread on the floor 
ing Grass Shears No. 17, and Lopper Coatings adhere well to metal, wood, and when wiped away a protective and 
No. 75-20” with non-slip hooked anvil lustrous film of wax remains. This 
Finished in yellow and black, the new composition is a combination of 
Matched Set tools are designed to ; three effective cleaning agents and 
catch the eye. The three smaller items oquepusem: manufactured by the De- high quality carnauba wax. Armstrong 
are packed in attractive display boxes Vilbiss Company, announces the manu- Wax Clean is being packaged and sold 
Sargent & Co., Dept. AL, New Haven facturer. Safe-T-Spray Coatings are in quart and gallon containers. Five- 
9, Conn recommended for towers, grain stor piece window displays and a three 
Cirele No. 219 on Coupon, page 86, age bins and elevators, roof top dimension counter display designed to 
equipment, stacks, chain link fences create impulse sales are available to 
Safe Tread and all other surfaces where mist Armstrong dealers. Armstrong Cork 
Safe Tread abrasive metal anti-slip damage is a problem. Safe-T-Spray Co., Dept. AL, Lancaster, Penna. 
treads are made by a patented process Coatings are available in one and five 
and have a diamond-hard abrasive. gallon containers as well as in 55- (continued on page 83) 


—— eon sears 


Cirele Ne, 220 on Coupon, page 86. 


concrete, old paint. They can be easily 
handled and applied with standard 


Civele No. 222 on Coupon, page 86 





SATISFYING 
CUSTOMERS 


= 


4 
f BEECH «© PECAN \ / 


\\ \\ 

y Hardwood Flooring J \ \\ 
TMs  ~eeatie” \ a . 
on QUALITY! At MIAMI BEACH «++ The Coronado 


Choice timber, carefully manufactured ond graded into presents a new, beautiful and unusually 
first-quality flooring, gives you a flooring line in Mi. Vernon spacious cabana colony and pool arranged 
brand thot is hard to beat, For years it has performed to provide utmost privacy for our guests... 
eetehie iti am detiineniton os tare of tatttina! ee ger by our broad, unobstructed 
P y , 2 ae oo awe beach, superior cuisine and appointments 
any of three species. This reputation for quality will stand for finest resort hotel living by the sea. 
you in good stead, with customers and sales. Ask about Write today for our brochures. 
NOFMA-certified Mt. Vernon brand flooring today. SELECT CLIENTELE 


Also BAND SAWN HARDWOODS. Write or call— Open “SS THE Open 


Yeor Yeor 
‘Round “at 6751 COLLINS AVE, ‘Round 
MIAMI BEACH, FLA. 





oe A eee Le 


jr 

















MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alebamea 





Cirele No. 31 on Coupon, page 86. Circle No. 32 on Coupon, page 86. 
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1-XL Merchandising Kit 

The I-XL Furniture Company, 
manufacturer of hardwood kitchen 
cabinets, announces a plan for put 
ting its national advertising cam 
paign squarely behind its dealers by 
providing them with a merchandising 








CCC eTE EE. 


Satin Copper Finish 


cabinet hardware is now available in 
rich satin copper finish with ebony 
black accents. This new finish ties in oe 

; rhe 
with the trend toward copper appli balection off 
ances and accessories that is spread- Tene thule 
ing from the kitchen to every room , 


Tilemaster 


Cirele No. 2243 on Coupon, page 86 Cirele Neo 


has added a number of 
molded tile pieces for every tile need 
manufacturer announces a large The kit 


standingly at 
_— — 2 yuft > ae 
in the home. No. 5510 Picture Frame pets Eanes it ie said. 
Display is offered free to dealers with Five new decorator colors have been 
an introductory stock of only five added to the i 
dozen items. American Cabinet Hard- master Corp., 
ware Corp., Dept. AL, Rockford, Il. Diversey Parkway, 








Builder’s Special 
BUTTS ., 


by RIFFIN 


The builder's fa- 
vorite — specially 
»riced full-mortise 
putts in typical 
Griffin quality! 
Full size pins, full 
size knuckles, no 
burr joints, electro- 
plated dull brass or 
bonded prime coat 
Swaged to stand- 
ard specs 





Cat. #540 


=. _ GRIFFIN’ 


Round 
Corners ‘since 1 1899” 


MANUFACTURING CO. ERIE, PA. 
Circle No. 33 on Coupon, page 86. 


| Send for Bulletin suilder’s Special 


BUILDING PropucTts MERCHANDISER 








program. First of all, the dealer 
have his name and location listed 
full-page, full-color ads in every 


fluential home-furnishing and remodel 


Amerock’s popular Contemporary Molded Tile Gutcorners ing magazine. I-XL has developed a 
merchandising kit that the dealers can 


use in following up on the ads 


outcorners. 


complete instructions. All items 


line. Til imprinted with the dealer’s name 





McCloud Lumber Co. 


Executive Office 
900 Firet National-S00 Line Bullding 
MINNEAPOLIS 2, MINNESOTA 
Selling the Product of 
The McCloud River Lumber Co. 
McCloud, Calif. 


~ {~~ 
4. 
o 


Quality v 


WESTERN 
SOFTWOODS PONDEROSA PINE 


SUGAR (Genuine White Pint 
DOUGLAS FIR, WHITE Fi® 


Circle No. 34 on Coupon, page 86, 





building their own local campaign 
s are aimed at both homeowner 
and builder with point-of-sale aids, 
electric signs, hand-outs, mailing 
pieces, teaser and reminder cards plus 


- © address and are available at a nomi 
Ch a Mae nal cost. I-XL Furniture Co., De pt 
Cag 14, AL, 67 W. Division St., Chicago 10, 


on, page 46 Cirele Neo, 225 on Coupon, page 86 


Heavy-Duty Sew 
A new 6%” heavy-duty saw 
will cut a 2 x 
thereby permitting several resharpen 
ings, has been introduced. The new tool 
has been designed, it is said, to give 
heavy-duty power for the toughest 
sawing jobs. It is light, weighing 11 
pounds, It has a maximum depth of cut 
of 2-5/32” at 90° and 1%” at 46°. It 
contains ball bearings, heat treated 
helical gears, and a heavy-duty Black 
& Decker universal motor designed es- 
pecially for sawing. The Black & Deck- 
er Mfg. Co., Dept. AL, Towson 4, Md. 


Civele Neo, 226 on Coupon, page 86 


New Yale Hand Truck 


A reduction of 25% in the manual 
efforts required for hydraulic, hand 
lift truck pallet handling operations 


that 


FOR 


SMOOTHER-OPERATING 
LONGER-LASTING ALUMINUM 
WINDOWS AND DOORS 


RAK 





4 with blade to spare, 





has been accomplished by the Yale & 
Towne Manufacturing Company with 
the introduction of its new, light- 
weight, low cost, model A hand truck, 
of 2,000-pound capacity. The model A 
lifts a pallet a total of 4” from the 
ground with nine easy foot pedal 
strokes. It can be built to handle 
standard pallets of 30” to 72” in 6” 
increments, Standard over-all fork 
widths are 24”, 27” and 30”. Yale Ma- 
terials Handling Div., Yale & Towne 
Manufacturing Co., Dept. AL, 11000 
toosevelt Blvd., Philadelphia 15, 
Penna, 
Cirele No. 227 on Coupon, page 86, 


Plumbing Fixture Catalog 

A new illustrated list price booklet 
for Gerber plumbing fixtures is now 
available on request. The booklet con 


tains pictures and prices for the com- 
plete Gerber line of plumbing fixtures 

bathroom outfits, brass goods, 
shower stalls, steel enamelware and 
vitreous china ware. The booklet illus- 
trates and prices packaged bathrooms 
in a variety of complete units in white 
and in color. Gerber Plumbing Fix- 
tures Corp., Dept. AL, 232 N. Clark 
St., Chicago 1, Ill 


Cirele No. 228 on Coupon, page 86 


Shopmate Portable Saw 


A new Shopmate, model 601, 54%” 
portable power saw features the ex- 
clusive, perfect alignment, Tru-Guide 
that safeguards against the common 
hazards of wood cutting. This light- 
weight general purpose saw weighs 
only six pounds, and cuts a full 1%” 
at 90° and 1%” at 45°. Equipped with 
6” graduated adjustable rip-guide, 
and 6’ 3-wire safety rubber cord with 
plug, adapter and strain relief. Port- 
able Electric Tools, Inc., Dept. AL, 320 
W. 83rd St., Chicago 20, Il. 


Cirele No, 229 on Coupon, page 86. 





USE 


OKOMO 
ORNERS 


* for ASBESTOS SIDING 

* LAP OR BEVEL SIDING 

* WOOD SHINGLE SHAKES 

* PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 


COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 








Send for Full De- 
talls, Samples and 
Prices 








Circle No. 36 on Coupon, page 86. 


WALK 


Trax-Wax penetrates to where it is need- 


ed... leaves a film of highly lubricating 
and protective wax on all moving parts 
of aluminum, metal or 
wood articles. Prevents Retails for 
oxidizing and rusting. 


iene. 
[5 the weather-proot co. 


1407 E. 40th St. + Cleveland 3, Ohio 
Circle No. 35 on Coupon, page 86. 











GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE st0s 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 


Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 — Member N.A.W.L. 








Circle No. 37 on Coupon, page 86. 
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NEW PRODUCTS 


(begins on page 72) 





Moto-Mower Country Squire 


The Country Squire is said to be the 
first lawn mower in history to traverse 
100 miles of highway under its own 
power. The 2 hp Briggs & Stratton 
four-cycle engine powering the 1956 
Country Squire is more than strong 
enough to move the mower with the 
added weight of the cycle and rider, 
announces the manufacturer. The 
pounding it took on 100 miles of all 
kinds of pavement proves the Moto- 
Mower should be good for 10 years of 
ordinary home use, it is said. The 
Moto-Mower Co., Dept. AL, Richmond, 
Ind. 


Cirele No. 230 on Coupon, page 86, 


Automotive-Type Transmissions 
The miniature automotive-type, syn- 


chromesh transmission, introduced by 
Moto-Mower on its 1955 Constellation 
self-propelled rotary, has been made 
available on a second model in the 
Moto-Mower 1956 line. A_ two-way 
version is included in the design of 
Moto-Mower’s all new 1956 Riviera 
self-propelled rotary mower. The 
three-speed transmission in the 1956 
Constellation, luxury model of Moto- 
Mower’s rotary line, also has been 
redesigned for improved operation. 


The Constellation’s three-speed trans- 


Cut from perpetual 

yield virgin 

Ponderosa forests 
high in the 


Arizona mountains 
* 


Precision manufac 


tured in modern 


mission offers walking speed, for ordi- 
nary straight-away mowing; creeping 
pace, for trimming or mowing through 
heavy grass or over rough terrain, and 
free-wheeling, for easy maneuverabil- 
ity around trees, flower beds, etc. The 


mills 
oe 


two-way transmission on the new, 18”, Scientifically dried 
non-scalping Riviera provides walking 
speed and free-wheeling. The Moto- 
Mower Div., Detroit Harvester Co., 
Dept. AL, Richmond, Ind. 


Cirele Ne, 231 on Coupon, page 86, 
(continued on page 86) 


End-waxed and 

stamped with the fa 

mous “Indian Sign” 
trademark 











What's Your Answer? 


Answers to questions on page 75 


& 
From informative entry blanks filled out by cus- 
tomers to enter the dealer's weekly nail-guessing 
contest. Details in article on page 44. 

The Baker-Raulang Co. See ad on page 30. 
$1,800 a year for each of the five years, is a 
conservative estimate, says Scott, in the article 
beginning on page 48. 

Wagner Sign Service, Inc., as described in ad 
on page 40. 

Nine men —six in the yard by the large fork 
lift and three by the smaller unit in the ware- 
house, according to article on page 54. 

The Saturday Evening Post with the coupon on 
page 51. 

With a conversion table, a device that makes it 
easy to transpose board footage into required 
number of bundles and single boards. See ex- 
planation on page 58. 

Popular Mechanics Press. Coupon for free copy 
is in ad on page 65. 

Personal calls on prospects by full-time sales- 
men; consistent advertising in six monthly 
church publications and 3,000 catalog mailings 
to churches and architects are important phases 
of Buchanan's promotional program. See story 
on page 60. 

Standard Conveyor Co., whose ad is on page 71. 


Quick 
straight and 
cars 


delivery on 
mixed 











Write for name of 


your nearest 


rademarked PONDEROSA PINE 


representative 


SOUTHWEST 


LUMBER MILLS, INC. 
General Offices 

P. O. Box 908 
Phoenix, Arizona 
Mills at 
Flagstaff 
Elevation 
MeNary 
Elevation 





7000 ft 


7300 ft 











AY 





Circle No, 38 on Coupon, page 86, 





Classified Advertising 


Terms — Cash With Order 
Minimum Cherge $5.00 
Rates. 
1 Time —2e per word tor each insertion. 
Minimum charge of $1.00 per line. 
3 Times — ibe per word for each consecutive 
insertion. Minimum charge ef 75¢ 
per line. 


Add $1.50 per insertion ior blind ads bearing 

bex number. 

Ne agency commission ot cash discount 

allowed. 

All ede tor classified section must be in Pub- 

lisher's office 14 days preceding date of publi- 

cation. Advertisements are set in uniform 
No cute or special borders 


Replies forwarded without additional charge. 
Count five words to a line nm less are 
specified or used, regular line rate is charged. 
When answering box b or iling copy 
tor ads address them to: 


AMERICAN LUMBERMAN, INC. 
196 N. Clark &t., Chicago 2, Ill. 








HELP WANTED 





Wholesale Lumber Firm with offices in Dayton, 
Ohioc, desires to employ young man under 35 





HELP WANTED 





LUMBER TRADER — Buyer and Seller of Pir 
dimension for very large wholesale office on 
East Coast. Must laser suppliers and be able 
to efficiently handle about twenty cars a day 
by telephone, teletype, telegraph and corres- 
pondence. Should be experienced in transit 
car operations. Prefer man with mill back- 
ground who has wide acquaintance and knows 
the more reliable shippers. Send complete 
resume and salary requirements to Box K-28 
Ameri Lumb Inc. 








Experienced lumber man to manage a lumber 
remanutacturing plant with kilns, in the vicin- 
ity of Flagstaii, Arizona. State age and experi- 
ence. A ply in writing to John Henry, P. O. 
Box 4652, Detroit 34, Michigan. 





BUILDERS HARDWARE ESTIMATOR 
Large Midwest firm needs man with at least 
five years experience bidding builders hard- 
ware on commercial and industrial jobs. Apply 
by letter givi complete information to Box 
K-32 American Lumberman. Inc. 





Wanted—Store Manager for new retail lumber 
store located in Central Michigan on traveled 
highway to have charge of store sales. Please 
state age, experience and availability. Reply 
to Mt. Pleasant Lumber Co., Mt. Pleasant, 
Michigan. 





with good knowledge of the | 

Excellent opportunity for man with ambition, 

Good salary. Very little traveling. 

Apply in own hand writing giving rsonal 
tory, education and experience buchkevound. 

Send picture. 

Address Box G-53 American Lumberman, Inc. 


WANTED: By a well-established, fast-growing 
Midwest lumber manufacturer and wholesaler 
An ri A } 5 





ears of age) to call on retail dealers and 
ppeeweate in a wel-cotmpnenee Southern 
an territory. Top mill connections in 
both Daltwomde and erdweeds, This is a 
wondertul opportunity. Our sales commission 
plan can mean bstantial i for the 
man whe can prod Include full int 
tien with regard to reonel history. educa- 
tion, and experience background in dest letter. 
ess Box H-55 Ameri Lumb Inc. 














WANTED: Experienced. aggressive millwork 
salesman to call on wholesale jobbers and 
distributors. Age 30 to 50 years. Salary; 
Commission; and Bonus. Traveling expenses 
paid, Life and health insurance. Mention 
experience; qualifications: salary desired. Old 
tablished facturer. Address Box }- 
American Lumberman, Inc. 





tablished 


Wanted: Experienced estimat 
mill specializing in architectural woodwork. 
Must competent and reliable. Give full 
particulars as to age, experience, availability 
and salary expected. 

R. E. Richardson & Sons, Inc. 

Box 5086-—-Richmond 20, Virginia 





WANTED: Retail Lumber Salesman. Permanent 
position open for experienced reiail lumber 
and building supply salesman in progressive 
and fast growing company in N. E. Pa. Com- 
P i rate with ability. Oppor- 
tunity for advancement. Profit sharing, group 
insurance and retiring benefits. Include com- 
plete statement of experience, qualifications 
and personal data in application, Address 
Box K-34, American Lumberman, Inc. 





Manager wanted for Ohio branch warehouse 
by plywood jobber. Highly attractive oppor- 
tunity for man who knows plywood, collin 
and management. Write in conlidence, giving 
~ history. Address Box K-35, American Lum. 
erman, Inc, 





Wanted young man with lumber experience 
for Lumber Company located in Conn., 40 
miles from New York City. Man who can take 
eff plans and has a well rounded te ay 
of the Lumber business. Good opportunity for 
the right man. Address Box xe. Ameri 


SALESMEN: For large retail lumber yard, old 
established firm in jami area. ust be 
thoroughly experienced in lumber and build- 
ing materials. Offers great opportunity for 
saies-minded individual, Write giving age, ex- 

rience, and salary requirements in first 
te Address K-37, American Lumberman, 
nec, 





WANTED: Yard Foreman—Also Counter man. 
No objection to age if in good health. Very 
active yard Southern Michigan. Address Box 
K-38, American Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 


Active Metal Moulding Salesman 

Pull time or side line. To call on linoleum— 
hardware —furniture stores—cabinet shops — 
iw A. j 4 ers and wh 5 4 

distributors. Representing Manufacturer of 
complete quality line of aluminum and stain- 
less steel mouldings. Exclusive territories 
open. National Aluminum Company, 1134 Alum 
Creek Drive, Columbus 9, Ohio. 


Representative for advertising agency estab- 
lished 37 years. Call on lumber dealers in 
New York, New Jersey and some New England 
Stetes. Knowledge of advertising or experience 
calling on executives. Salary, commissions, 
posts. Address Box J-23 American Lumberman. 
nc. 








MANUFACTURER'S AGENT 
to handle “¥ of nationally advertised putties. 


ng an g P Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 








Manutacturer’s Representatives with estab- 
lished trade among retail lumb pani 
building supply firms. etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory, all 
pertinent details. 

DECOR OF GRAND RAPIDS, INC. 

1555 Eastern Ave., S.E. 

Grand Rapids, Michigan 


COMMISSION SALES REPRESENTATIVES 
WANTED for a few choice protected territories 
to cover lumber, building material and hard- 
ware trade for old established door lock manu- 
facturer. Mention territory covered and lines 
carried. Address Box K-45, American Lumber- 
man, Inc. 











Salesmen calling on glass manufacturers, job- 
bers, etc., to sell a patented automatic glass 
cutter. Much in demand. Southern and some 
midwest territories open. Commission basis. 
Address Box K-48, American Lumberman, Inc. 


WANTED — RAILS 








WANTED: Yard manager and second man for 
small western Colorado mountain town. Write 
D. H. Hammar, Glenwood Springs, Colorado. 





WANTED: Salesman for selling and promo- 
tional work on wood window units. Write 
giving experience and personal details. 
dress Box K-39, American Lumberman, Inc. 





Wanted: Salesman (25-40) for well rated Chi- 
cago Wholesaler with distributing yard. Ex- 
perience in our line desirable—however, ex- 
perience in industrial and/or retail lumber 
ard sales would be very helpful. Will train 
or our line. Will pay salary and expenses to 
start. Gradual change-over to excellent in- 
centive plan. We have an established territory 
available. Very little traveling unless desired. 
Please include resume of your experience and 
salary desired in your answer and in reply 
write Box K-40, American Lumberman, Inc. 





MANAGER 

RETAIL LUMBER YARD 

IN SOUTH FLORIDA 
Because of the ideal climate and year round 
sunshine, people are uring into south 
Florida . . . The place is booming . . . There- 
fore we are expanding and want young men 
experienced in managing «a retail Lumber 
Yard. If you want to live in South Plorida and 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANK 
4é Lexington Ave., New York 17, N. Y. 


STEEL RAILS 
16H, 20H, 25H, W#. 35H, 40% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


USED MACHINERY WANTED 


One 6 foot Left-hand Band Mill. Also need 
Carriage, Gun, Nigger, Loader. Any one of 
above items will be of interest. Material must 
be in good condition. M. W. Smith Lumber 
Company, Jackson, Alabama. 


BUSINESSES FOR SALE 

















FOR SALE Profitable lumber and building ~- 
ly busi including plete hardware 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has large farm pickup trade. Business is clear. 
o indebted wonderful opportunity for 
energetic man. Address Box F-24, American 

Lumberman, Inc. 











manage a Retail yard for a well est 

firm which can offer you security with oppor- 
tunity for further advancement, write in com- 
plete detail as to your past experience, per- 
sonal information and present position, also 
enclose a recent photograph. Address Box 
1-46 American Lumberman, Inc. 





REPRESENTATIVE WANTED 
Reliable, well financed Hardwood Manutac- 
turer-Wholesaler with distribution yard needs 
salesman in lower Michigan. Territory already 
established, needs further development by ag- 
ressive man. dress Box K-46, American 
umberman, Inc. 





Lumberman, Inc. 





Pine Lumber Buyer — Pine and related species 
with special background in upper grades. 
Ability to handle large volume for wholesaler 
in metropolitan East. Must be able to handle 
volume via tatptype and a ye 4 
resume salary necessary to Box K.- 
American Lumberman, Inc. . 


84 


SITUATIONS WANTED 


FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box ]-42 American Lumberman, Inc. 


FOR SALE 
Attractive Lumber & Building Supply Yard in 
Pittsburgh, Penna. location for 70 yrs. Modern 
offices — pl 1 r deled. les $500,- 
000.00—inventory $100,000.00. 
Ample Customers pouting space 
Good will — well established 
Write for descriptive brochure 
Box K-30 American Lumberman, Inc. 


Yard For Sale 
Retail Lumber, Hardware, Paint and Fuel 
Business in thriving one yard town in Mara- 
thon Country, one of the best dairying com- 
ti in the state. Owner retiring at 75. 














EXPERIENCED LUMBERMAN, desires execu- 
tive or gers position, retail or whole 
sale. 25 yra. experience, qualified in all 
hases. Interested in Northern Indiana or 
fichigan. Address Box K-41, American Lum- 
berman, Inc. 





January 23, 


alter 37 years same location. Annual sales 
over $100,000. Buildings, ip t and In- 
ventory for $37,500. 30%, down payment. Pre- 
fer to sell Capital Stock, 250 shares at $150. 
Address: CLOVER LEAF LUMBER CO. 
Edgar, Wis. 
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BUSINESSES FOR SALE 


Retail lumber yard for sale on Mesaba Range. 
Minnesota. Owners retiring. Required invest- 
ment about $55,000 for plant and equipment. 
About $100,000 for inventory. W. A. Madden, 
801 North Fee Lane, Bi gton, Indi 


For Sale: Lumber, Building Material and Coal 
business, Western Wisconsin, by owner aiter 
45 years of continuous service. Address Box 
K-27 American Lumberman, Inc. 


For Sale—Good retail lumber yard Eastern 
Indiana, Good Buildings. Small stock. Sickness 
of owner reasons for selling. Address Box 
K-42 American Lumberman, Tee. 


FOR SALE: 

Retail Lumber & Bidg. Supplies located in 
southwestern Michigan in resort area also 
within 25 miles of large cities; present in- 
ventory approx. $18,000.00; less than $30,000.00 
can handle without buildings. Buildings can 
be sold or leased. For further information write 
Box K-43, American Lumberman, Inc. 




















For Sale: Retail lumber yard in rich agricul- 
tural area of northeast issouri. Enjoys ex- 
cellent business in western Illinois adjacent. 
No real estate; small equipment. Lease ex- 
pires December 1956. Option for renewal at 
same rent. Corporation books open for inspec- 
Sen. Address Box K-47, American Lumberman, 
nc. 





BUSINESS OPPORTUNITIES 


NEW retail lumber yard in fast growing west- 
ern city needs managing partner with finances. 
Other positions cpen. hil replies contidential. 
Address Box K-44, American Lumberman, Inc. 


MISCELLANEOUS FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 














Most commented on plywoods in the world 
fine art inlay brochure Brink Import, 1864 
Harbor Ave., Long Beach 10, Cal. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 
Al Clements Lumber Co. 
. O. Box 908 
Eugene, Oregon 
TWX EG-049-U 


USED MACHINERY FOR SALE 


Phone 6-2531 








FOR SALE 


We will be receiving new equipment from 
Ross and can offer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”. Op- 
erator’s guard, 72” forks can be cut down to 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Also avail- 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension, hy- 
draulic steering, operator's guard and heavy 
counterweights. Price $3,650 {.0.b. Chicago. 
HUSS LUMBER COMPANY 
1350 Fullerton 
Chicago 14, Ill. 





FOR SALE 
MERRY GO ROUND 


Filer & Stowell type design, 1951. All steel 
package unit with complete sets of gear mo- 
tors and all air lifts on transfer rolls, chains 
and drives, 24” infeed rolls, 3%” outfeed. In- 
feed & outieed each 44 long, 98 overall. Can 
handle 75.000 feet per day for remanufactur- 
ing of cants. Is being used for sawing Clears 
into vertical grain Fir, Spruce, Cedar, etc., for 
minesweeper program. 

Excellent for making siding strips in VG for 
Redwood or Cedar mill, also manufacturing 
such items as ladder stock, le stock and 
spar and mast grades, etc. Can be seen in 
operation. Write for blueprint. Price, $15,750.00 
net, f.o.b. cars Chicago, without resaw. 


Huss Lumber Company 
1350 W. Fullerton Ave. Chicago 14, Illinois 
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Industrial Aluminum Building Prod- 
ucts. Three booklets are available for 
industrial designer and builder. Alu- 
minum Products for Industrial Con- 
struction offers section details on vault 
frames, stadium seat brackets, man- 
hole steps, tread plate and many sim 
ilar products. Companion booklets are 
Aluminum Industrial Building Prod- 
ucts and Aluminum Roofing and Sid 
ing Products. These contain roundups 
of various types of aluminum roofing 
and siding materials, including the 
new Alcoa V-Beam roofing sheet. New 
industrial sandwich wall system is 
covered as well as details on weather- 
side and conventional fasteners. Alu- 
minum Co, of America, Dept. AL, 
Room 773 Alcoa Bldg., Pittsburgh, 
Penna, 

Cirele No, 232 on Coupon, page 86 


Glass Fiber Products. New catalog 
Form WPD-11 describes and _illus- 
trates uses of Microlite and Super 
Fine blanket insulations for thermal 
and acoustical treatments. In addi- 
tion, it has references to such topics 
as Microflex compressed board, a 
resilient cushion material; quartz and 
glass Micro-Fibers, reinforcements 
for plastics and yarns for the textile 
industries, L. O. F. Glass Fibers Co., 
Dept. AL, 1810 Madison Ave., Toledo, 
Ohio. 

Cirele No. 233 on Coupon, page 86 


Paneling Finishes. Six answers to 
what finish to choose for wood panel 
ing in the family room are featured in 
a new full-color folder, a three by six 
piece for counter display or envelope 
enclosure. How the six treatments are 
prepared, applied and finished are de- 
scribed. Also included are instructions 
for pre-use, storage, sanding, pre- 
staining and nailing of paneling. Fold- 
ers, planned to whet consumer interest 
in eye-arresting new finishes for wood 
walls, have blank space for dealer- 
name imprints. Single copies free; 
1%¢ each for quantities to 1,000; 1¢ 
for 1,000 or more. The Western Pine 
Association, Dept. AL, Yeon Bldg., 
Portland 4, Ore. 

Cirele No. 234 on Coupon, page 86 


Panel Uses. An 8-page, AIA File No, 
26-A-9 brochure. Shows the unlimited 
indoor and outdoor uses for Filon 
translucent fiberglas panels. Complete 
technical data, accessories list, con 
struction details, and how to specify 
Filon. Distributed directly by manu 
facturer without charge. Can be im 
printed. Filon Plastics Corp., Dept 
AL, 2051 E. Maple Ave., El Segundo, 
Calif. 


Cirele Ne. 235 on Coupon, page 46 


Aluminum Wall Systems. New book- 
let deals with various types of curtain 
wall systems, design considerations 
and new, popular, colored finishes. 
Specification suggestions for using 
colored aluminum are included for the 
first time in booklet form. Aluminum 
Co. of America, Room 773, Alcoa 
Bidg., Dept. AL, Pittsburgh 19, Penna 


Cirele Ne. 287 on Coupon, page 86 


Aluminum’ Reflective Insulation. 
New four-page three-color booklet 
BP315F(8/55) describes advantages 
of Reynolds aluminum reflective in 
sulation, paper covered with aluminum 
foil on one (Type B) or both sides 
(Type C). Instructions for easy in 
stallation are included to reduce win 
ter fuel costs as much as 80% and 
keep interiors 15° cooler in summer 
Many other advantages of the insula- 
tion are explained and booklet shows 
where it can be used best. Reynolds 
Metals Co., Dept. AL, 2500 8. Third 
St., Louisville 1, Ky 

Civrele No, 248 on Coupon, page 86 


Finishing Wood and Metal. Sand 
ing and finishing of wood and metal 
for the do-it-yourself trade is simply 
taught in a new 32-page book. Step 
by-step instructions, profusely illus 
trated, give detailed data on finishing 
new wood; sandpapers; stains, paints 
and enamels; refinishing wood; finish 
ing wood floors and finishing metals 
Designed for counter sale to custom 
ers, the 6x9 booklet retails for 25¢, is 
packaged in attractive display boxes 
containing 25 copies. A free copy of 
the eight-page Behr-Manning “Deal 
er’s Guide” to abrasive sizes for home 
workshop power sanders is included 
with each display for distributor and 
dealer reference. Behr-Manning, Div 
Norton Co., Dept. AL, Troy, N. Y 


Cirele No. 239 on Coupen, page 86 


Insulation. Heat Flow by Radiation 
in Buildings, Simplified Physics, is a 
new 48-page manual by Alexander 
Schwartz, lecturer and writer on heat 
flow, vapor flow and condensation. 
Well illustrated and helpful to build- 
ers, architects, engineers and educa- 
tors, the booklet also discusses what 
insulation is best to use under different 
conditions. Infra Insulation, Ine., 
Dept. AL, 525 Broadway, New York 
| of ae ¢ 


Civele No. 240 on Coupen, page 86, 


Lift Truck. Specification sheet No 
1417 gives complete data on new, com 
pact and highly maneuverable lift 
truck of 20,000 pound capacity at 24 
inch load centers. Functionally design 
ed by engineer Henry Dreyfus, the new 
TC-200 is patterned after Hyster RC 
SC lift truck series. Features easy to 
operate controls, exceptional visibility, 
maximum stability and rigidity under 
capacity loads, vacuum-powered 
brakes, center-point steering and 
sharp outside turning radius of 179 
inches. The Hyster Company, Dept. 
AL, 2902 N. E. Clackamas St. Port 
land 8, Ore. 

Civele Neo. 241 on Coupon, page 86 


Truck Costs. Revised Cost Record 
Book provides a comprehensive, sim 
ple system of analyzing truck operat 
ing costa that can be tailored to any 
truck-using business and any size 
fleet. Adopted by many leading firms, 
it is a system adaptable to either de- 
livery service, highway operation or 
off-the-road fleet. The White Motor 
Co., Dept. AL, Cleveland 1, Ohio, 

Civrele Neo, 242 on Coupon, page 86, 
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NEW PRODUCTS 


(begins on page 72) 
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Miracle Model Garage Door 


A smart innovation in overhead-type 
sectional garage door design has been 
achieved in ite new Modela TF4 and 
TN5, announces the manufacturer. The 
new models feature special design 
zinc-plated hardware, permitting pro 
duction saving These new models 
are availabie in four and five section 
designs and in both &® x 7’ and 9 x 7 
sizes, Other features include: a black, 
locking handle that can be placed at 


to-follow illustrated instructions for 
installing. Frantz Manufacturing Co., 
Dept. AL, Sterling, Il. 


Circle No, 244 on Coupon, page 86, 


Economy Garden Hose 


Called Economy, this new garden 
made of transparent, virgin 
vinyl in a rich green color. It is packed 
in 25’ and 50’ coils. The hose has re 
attachable couplings. The manufac- 
turer claims it is the only hose in the 
low-priced field with this convenient 


hose is 


Aluminum Basement Window 
Gabriel Steel announces the addi- 
tion of a new aluminum basement win- 
dow to its line. Manufactured of heavy 
duty, extruded aluminum, the window 
is corrosion and weather-resistant and 
is said to require no painting or up- 
keep. Claimed to be easy to operate, 
the window is fully adjustable and 
provides controlled ventilation through 
the use of Gabriel’s exclusive Side- 
Arm detail. The new windows are 
available in two-light models and three 
sizes: 15” x 12”, 15” x 16” and 15” x 
20”. Gabriel Steel Co., Dept. AL, 
13700 Sherwood Ave., Detroit 12, Mich. 


Cirele No. 246 on Coupon, page 86. 


feature, which enables a user to 
tighten, or remove and replace the 
design, couplings to repair accidental dam 

mounting; pre- age. Supplex Corp., Div. of American 
easy installation Hard Rubber Co., Dept. AL, Garwood, 
and bolted for greater strength; easy N. J. 
spring adjustment and simple, easy 


either side for more convenient opera 
roller with brass 
reversible 
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For lasting Beauty and Protection — 
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Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


RIDGE DOOR COMPANY 
M iM 4 NCT N_WN. J 


In our complete line, there is a Ridge Door for every home, taste and budget 
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‘| still don't belleve you con moke 
Box 167, Long Beach, Callf 


your own plywood!"’ 
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The car's speedometer quite often is wrong about stating how far 
the couple has gone 
” * * 


Science fiction being what it is the stories will soon go like this 
Van gets girl, man loses girl, man builds girl 


*- *¢* & 


Juet a word about our Sheathing Plant. Cars of straight Sheathing 
and care mixed with Shingles, Fortson lumber and Cedar Siding are 
already rolling to old MAUK eustomers, Let's talk over your needs 


* * + 


She made a millionaire out of him—he was a multi-millionaire 
u hen she married hin 
SS 
Definition of an actre A girl who is surprised about nothing but 
excited about everything 
* ” * 


sometiine we are most precise in our ads We suggest a specif 
item, give its exact specifications and declare that we got tit and can 


get it to you forthwith 


Other times we aren't so detailed. We just say a word or two about 
our long history at sound service, a hit about the vartety and avail 
ability of our tested items of merchandise and then we casually close 

; 
with a claim to being the retailers’ best bet for all around value 

Today we will pull a switch. Today we will say nothing at all 

We will just sign our name and leave the remembering to you 


WVAUK Lumber Co 


Simple Celia knows a girl who has a split personality, Her towels 


are embroidered “HERS” and “HERS.” 


Roy: “Say, girls, my pal is coming to visit and I want you all to 
meet him.” 

Business girl: “Is he successful in his job?” 

Colle ae girl 

Athletic girl: “Does he like sports ae 

Literary girl: “What does he read?” 

Oldest girl: “Where is he?” 


“Can he dance?” 


Do You Know What Dep't: 

Do you know what hurts when everything else feels so good? 
Conscience 

Do you know what can change a lovable woman into a detestable 
nag’? Marriage. 

Deo you know what gives you the most value for your money? 


MAUK 
MAUK Seattle Lumber Co. 


Seattle 5, Washington 


y, : > . 
~ The GC. A. MAUK Lumber Co. 
Toledo, Ohio 
Circle No. 43 on Coupon, page 86. 





DEALER POINTERS 


GLASS FRONT combined with brick and lumber makes an 
attractive exterior. Frederick (Md.) Lumber & Supply Co 


New Maryland Store 





Attracting New Customers 


Built to serve both the do-it-yourself and the 
contractor customer, the new air-conditioned 
store opened this year by the Frederick (Md.) 
Lumber & Supply Co. has brought a “marvelous 
increase in business and a tremendous increase 
in new customers,” according to general man- 
ager Kenneth F. Davilbiss. 

The firm stocks diversified lines ranging from 
plumbing to millwork. The seven-acre layout 
also includes a mill and warehouse and a paved 
parking lot for 100 cars. Louis J. Glass is the 
owner. 


Bolt Bin Marking 


jolt bin marking enables manager Duain D. 
Grimes of the Fred A. Smith Lumber Co., Lena, 
Ill., to find the exact bolt ordered in a matter of 
a second or two. The diameter sizes of bolts 
contained in each bin are lettered across the top 
of the cabinet. The length sizes are printed on 
the vertical panel. Bins are marked with new 
sign-lettering kit purchased by the firm. (Write 
American Lumberman for name and address of 
firm manufacturing this kit.) 
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Ite Different 


SERVES EVERY THICKNESS OF DOOR... 
EASY TO INSTALL! 


The interior sliding door has won popular acclaim for its convenience and space 


Our new catalog 
No. 26 now being 
mailed to our 
dealers. There is 
@ copy reserved 
for you. 


saving features. Each door glides into its own recessed pocket instead of swing 


ing out into the room like the conventional hinged variety of door 


Hangers are made in two popular styles, the No. 185 2-wheel, adjustable type, 


and the No. 182 single-wheel design. Large Nylon wheels 1% inches in diameter 


carry the door load with ease, and 
require fewer revolutions in operation 


Never need lubrication. 


Track is 16-gauge Steel, Hot Galvanized 
and is furnished in 44, 56, 60 and 68 
inch lengths. Track fits every door 


thickness. 


paca 
anf 1. 


No. 185 Sliding Door Hanger 
Adjustable 


View showing complete assembly of No. 182 


Sterling, 


MANUFACTURING COMPANY _ ji,,,;, 


Circle No. 44 on Coupon, page 86. 








| WINDOW 


: D - 


Just Cut 
and TackOn 


CHEAPER 
THAN 
GLASS 


LASTS FOR 
YEARS 


PLAST-O-MAT 


Plastic Floor Runner 


Prevents 
"Track-in” Mess 
Protects Carpets from 
Weather and Wear 


HOLDS IN HEAT—KEEPS OUT COLD 
PLASTIC 


SAVES UP TO 40% ON FUEL 


RAATERIAL 


THE 


ALER’S CHOI 


And Here's Why... 


EXPERT MANUFACTURING! Warp Bros. are the folks 
who pioneered in “DO-IT-YOURSELF” plastic 
Window Materials. They make their own 


plastic, do their own weaving and 
processing... 


all in their own modern plant: 


WEATHER TESTED! Every one of Warp'’s Window 
Materials must pass the most severe weather 
exposure tests at Warp’s own testing stations 


from coast to coast. That's why they always give 
positive, long-lasting protection against 
cold, wind, rain, sleet, and snow. 


| 
Make More Money Handlj 
SATISFACTION GUARANTEED! Dealers like to handle 
Warp’s Window Materials because it is an 
established line that is fully guaranteed. Warp Bros. 
stand back of every yard they make and to prove it 


>» 
the name “‘Warp’s”’ is branded along the edge. 


Warps Window Material; 


PRICED RIGHT! Warp’s Window Materials carry a 


50% mark-up, allowing dealers a full profit margin. All 
prices are nationally advertised. There's a Warp’s 
Window Material for every purse and purpose. 


is POWERFUL ADVERTISING! Warp’s timely, “DO-IT-YOUR- 
SELF” ads, as well as Radio and Television programs, tell 
folks just how easy it is to make their own low-cost storm 


perm 

v 
doors, storm windows, and porch enclosures. 50 
Appearing throughout the peak selling h Omas 
season, this advertising will help dealers ———— —— 
CLOSE MORE SALES! 


All 36” Wide 


Carried by Reliable Hardware Jobbers 


“WORLD'S LARGEST PRODUCERS OF TOP QUALITY 


/ 
PLASTIC WINDOW MATERIALS+—ESTABLISHED 1924” 





